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HERE’S ANOTHER IN ACACIA MUTUAL’S 
NATIONAL ADVERTISING CAMPAIGN 


... reaching the buying prospects in every community. This 
powerful advertising support is only one of many ways in 
which Acacia Mutual makes selling easier for its agents. 
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Victory 


for 


America _ 


; victory for America is the first job of every Amer- 
ican today. 


It is also the paramount obligation of every American 
institution. 


As a fundamental democratic institution of thrift, life 
insurance has a vital role to play in America’s war effort. Its stabilizing influence on the eco- 
nomic and family life of the Nation will be an important factor working for victory. 


Life insurance has made great contributions to the Nation’s welfare in the past. Today 
it is in a position to be of greater service to our country than ever before. 


The funds of life insurance companies aid in the war effort through the investment in 
Government Bonds and through capital provided to industry to produce needed materials. 


The Equitable has $407,120,000 invested in United States Govern- 
ment securities and $1,491,595 ,000 at work in industry and business. 


In war, the unceasing flow of life insurance benefit payments to America’s families plays 
an even more important role than in peace time in strengthening the social and economic 
fabric of the Nation. 


The Equitable paid out $209,526 ,000 in benefit pay- 
ments to policyholders and beneficiaries in 1941. 


In war, the family security that life insurance creates helps to build and maintain na- 
tional morale, and sound national morale is essential to victory. 


The Equitable provides $7,607,000 ,000 of life in- 
surance protection for persons in all walks of life. 


Just as every individual policyholder will make the utmost personal contribution to- 
ward our war effort, so the management of The Equitable will work and plan with the one ob- 
jective that transcends all else—helping America to achieve victory. 
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Canadian Recruiting 
Problem Is 
Much Intensified 


Men from 17-45 
Forbidden to Enter 
Selling Work 


Morgan S. Crockford, sales promo- 
tion manager of Excelsior Life of To- 
ronto, is making his annual visit in the 
United States to glean current ideas and 
trends. Excelsior Life does not operate 
in this country and has no intention of 
entering the United States at least dur- 
ing the war but the management desires 
to have first hand knowledge of condi- 
tions in this country. Mr. Crockford 
one year travels through the western 
section of the country and the next year 
through the east. This is his western 
year. Among other places he has been 
stopping at Cincinnati, Chicago, Mil- 
waukee, Kansas City. 

Mr. Crockford finds that conditions 
in the United States and Canada are 
running a fairly parallel course except 
that he says the United States has not 
yet come to the price and wage freez- 
ing stage that is known in Canada. 


Great Current Problem 


For an agency executive in Canada, 
currently the great problem is the regu- 
lation that no man between the ages of 
17 and 45 may take a new selling posi- 
tion. That means that the life insur- 
ance companies may put no new men 
under contract between those ages. Mr. 
Crockford among other things in the 
United States is investigating the use 
of women as life insurance salesmen. 
He observed that Canada being more 
conservatively minded has not seen the 
use of women in life insurance selling 
to any significant extent. He is also 
making inquiry in the United States as 
to the success of men who are inducted 
into the business at older ages. Of 
course, this regulation. he points out, 
practically halts customary recruiting 
in Canada but it should have the ad- 
vantage of stabilizing the agency force 
of a company because salesmen between 
the ages of 17 and 45 cannot now leave 
one company and go to another. If 
an agent leaves a company he has but 
three alternatives, he may go into the 
armed services, he may go into a de- 
fense industry or he may go on a farm. 
The companies, he feels, must give very 
close attention to their going agents, 
keeping them on their toes. 

Mr. Crockford is must interested in 
seeing what plans there are in this coun- 
try for reaching the defense worker 
market. He stated that he has not been 
“ble to discover that any solution has 
heen found in this country although on 
all sides the companies and general 
agents and agents are worried about the 
problem. In Toronto he said that one 
of the ordinary companies recently 
opened a second office in the city, it be- 
ing located in a neighborhood of homes 


Industrial Insurers 
Program Given 


Current Factors in 
Business Main Theme 
of Atlanta Conference 


The executive committee of the In- 
dustrial Insurers Conference has ap- 
proved applications for membership 
from four more companies, and it is ex- 
pected the conference also will approve 
them at the annual convention in At- 
lanta May 7-8. These companies are 
Commonwealth Life, Atlanta Life, Fam- 
ily Fund Life and Professional Insur- 
ance Corporation. The meeting will be 
at Atlanta Biltmore hotel. 

H. T. Dobbs, first vice-president In- 
dustrial Life & Health, conference presi- 
dent, announced the larger portion of 
the time will be devoted to discussion of 
vital problems, and the only social note 
will be the annual banquet the evening 
of May 7. 

A golf tournament will be held May 
6, at the East Lake Club, preceding a 
meeting of the executive committee. 
That will be the only sports or organized 
recreational affair for golf prizes will be 
awarded at the banquet. For visiting 
women, the Atlanta contingent will pro- 
vide entertaining features. 


Kendall in Charge of Program 


The program is being arranged under 
direction of George R. Kendall, presi- 
dent Washington National, prograra 
chairman, President Dobbs and Ray- 
mund Daniel, executive secretary. It 
will include much discussion of impor- 
tant current factors in the industrial in- 
surance business. 

An outstanding feature will be the 
session of the Legal Section under 
Chairman H. N. Lukins, Louisville, the 
afternoon of May 7, following the con- 
ference opening session. 

Only two speakers will be outsiders, 
Commissioner Parker of Georgia at the 

(CONTINUED ON PAGE 8) 





of factory workers of the higher grade. 
To that branch were transferred a num- 
ber of the agents that had been located 
at the downtown office. 

That company apparently feels that the 
agents would be more likely to get in 
touch with defense workers if they are 
in such a neighborhood rather than if 
they start out in a downtown section 
in the atmosphere of stock brokers and 
others to whom the agent looks for his 
livelihood in peace times but who are 
so sterile as prospects these days. 

Mr. Crockford is very much _ im- 
pressed with the necessity of life insur- 
ance salesmen sticking to their knitting, 
not being thrown off the selling track 
by trying to get the marines off Bataan 
or planning the strategy of India as he 
nuts it. The life insurance man should 
look upon himself as one who is col- 
lecting money for the prosecution of 
the war. 

Mr. Crockford makes very intelligent 
inquiries and he gives out as much in- 
formation and ideas as he receives. He 


is always welcomed in this country as 
he makes the rounds. 





Wants Better 
Deduction Factor 


Crippen Urges Exemption 
of Entire Income Needed 
to Build Reserves 


WASHINGTON — The _ Treasury’s 
proposed basis for taxing life companies 
would throw an inequitable share of the 
load on the companies operating on a 
3% percent reserve basis, L. K. Crippen, 
vice-president and actuary of Acacia 
Mutual Life, told the House ways and 
means committee. 

While not quarreling with the pro- 
posal of Randolph Paul, Treasury tax 
adviser, to eliminate the so called “double 
deduction” of tax-exempt interest, Mr. 
Crippen said that the Treasury’s pro- 
posed formula is fundamentally unsound. 
The formula provides that the deduction 
shall be on the basis of an amount com- 
puted as the sum of 65 percent of an 
amount equal to 3% percent of the re- 
serves and 35 percent of the amount of 
interest actually required to maintain 
the reserves. 

“With respect to every company for 
which average rate of interest required 
to maintain its reserves is greater than 
3% percent, the proposed formula denies 
to such company the right to deduct, in 
determining taxable income, the full 
amount of interest required to maintain 
its reserve funds,” Mr. Crippen pointed 
out. “This provision is especially bur- 
densome to every life insurance com- 
pany for which the bulk of its reserves 
must be accumulated at a 3% percent 
interest rate.” 


Would Hit Most Companies 


Mr. Crippen said that this provision 
of the Treasury’s proposed formula is 
of great consequence to most life com- 
panies, since approximately 90 percent 
of the companies by number and 77 per- 
cent of the companies by amount of in- 
surance in force have 80 percent or more 
of their reserves on a 3% percent basis. 

To show the alleged unsoundness ot 
the Treasury's proposed formula Mr. 
Crippen took the case of a company op- 
erating entirely on a 3% percent reserve 
basis and having a net rate of earnings 
which happened to be exactly 3% per- 
cent on its investments, after deducting 
investment expenses. Notwithstanding 
the fact that the company is required by 
contract to add this entire interest earn- 
ing to the reserve funds, the Treasury’s 
proposed formula would require it to 
pay income tax on a part of that inter- 
est. In other words, the formula would 
only permit the company an interest de- 
duction calculated on a 3.34 percent in- 
terest rate basis instead of the full 3.5 
percent interest rate required to main- 
tain the reserve funds. 

The deficiency would have to be made 
up from some other source of income, 
if available, otherwise from the surplus 
funds maintained for the security and 
safety of policyholders. Such a provision 
is not only fundamentally unsound in 
principle but is inequitable and danger- 
ous in practice, Mr. Crippen declared. 
He suggested that the Treasury’s pro- 
posed formula be modified so that no 
company will be deprived of the right 

(CONTINUED ON PAGE 9) 


N.A.L.U. Leaders 
Make Strong 
Tax Witnesses 


Zimmerman and Others 
Make Impressive Ap- 
pearance in Washington 


WASHINGTON—National Associa- 
tion of Life Underwriters leaders ap- 
pearing before the House ways and 


means committee presented an impres- 
sive case for retaining the $40,000 life 
insurance estate tax exclusion and the 
present pension trust tax incentives with 
only such modifications in the latter as 
are needed to eliminate tax avoidance po- 
tentialities. 

C. J. Zimmerman, general agent Con- 
necticut Mutual Life, Chicago, and chair- 
man of the N.A.L.U. law and legislation 
committee, made the plea for the $40,000 
exemption. Because of the limited time 
other points which he would have cov- 
ered orally were accepted in written 
form by the committee for printing in 
the record. These dealt with clarifying 
the basis for estate tax liability on insur- 
ance above the statutory exemption, the 
proposal to exclude from the gross es- 
tate life insurance proceeds earmarked 
for paying federal estate taxes, eliminat- 
ing the requirement that a taxpayer must 
include as capital gain the difference be- 
tween proceeds and consideration if he 
has purchased a policy on the life of an- 
other, accruing of renewal commissions 
as income in the year of death in com- 
puting income taxes, and income tax al- 
lowances on premiums paid for insur- 
ance to protect dependents. 


Goldstein, Maduro Speak 


M. M. Goldstein, general agent Con- 
necticut Mutual, New York City, and a 
member of the law and legislation com- 
mittee, and D. B. Maduro, the commit- 
tee’s counsel, dealt with the pension 
trust proposals. Randolph Paul, tax ad- 
viser to the Treasury secretary, made 
a statement clarifying his proposals re- 
garding pension trusts. He gave assur- 
ance that the Treasury has no desire to 
harm existing pension plans which were 
not set up with the aim of tax avoid- 
ance. 

Though not appearing under N.A.L.U. 
banner, N. H. Seefurth, Chicago life in- 
surance tax expert, appeared before the 
committee and made several suggestions 
regarding the pension trust proposals. 
Many corporations having pension plans 
sent their representatives to protest 
against those proposed changes which 
would affect these plans adversely, forc- 
ing some to be abandoned. 


Grant Taggart Appears 


Mr. Zimmerman’s presentation was 
ably supplemented by Grant Taggart, 
N.A.L.U vice-president, who represents 
California-Western States Life at Cow- 
ley, Wyo., and Mrs H. H. Kirby of Lit- 
tle Rock, Ark. 

The N.A.L.U. 


case did not touch on 
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Zimmerman Shows Charts 
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income tax in the case of taxpayers earn- 
ing all the way up to $50,000. This was 
shown on the basis of tax laws prevail- 
ing in 1929, 1932, 1935, 1940 and the pro- 
posed 1942 revision. Other charts illus- 
trated the decline in interest rates on 
life insurance proceeds, the increase in 
the cost of living since 1929, the increase 
in the federal estate tax burden and the 
proposed federal tax increases 


living costs and increased taxation. 


government’s policies in seeing that the 
interest rates were kept low. He also 


Higher Insurance Costs : 5 : 
mentioned that the proposed federal in- 


In addition to the higher income come tax increase on life companies 
taxes, increased cost of living, lower in- would affect the cost of insurance to all 
terest rate on life insurance proceeds policyholders. Asking the committee 
and higher federal estate taxes, Mr. not to think in terms of $40,000, Mr. 
Zimmerman called the committee’s at- Zimmerman pointed out that $40,000, in 
tention to the higher cost of life insur- terms of income to the beneficiary at 
ance arising in some degree out of the the present rate of interest, 3 percent, 





National Association of Life Underwriters who presented the 


Representatives of the | 
organization’s views on the 1942 tax bill to the House ways and means committee in 
Washington: Seated, left to right, Grant Taggart, Cowley, Wyo., vice-president; Charles 
J. Zimmerman, Chicago, chairman federal law and legislation committee; Mrs. Gladys 
M. Kirby. Litthe Rock, Ark., policyholder who testified on life insurance benefits. 


Denis B. 
Lawrence 
executive 


Standing, Meyer M. Goldstein, New York. legislative committee member; 
Maduro, New York, counsel to the federal law and legislation committee; 
Baker, Washington. special counsel to the association; Wilfrid E. Jones, 
secretary. 


———50 COMPANIES AVERAGE RATE INTEREST PAIDOUT (INCLUDING EXCESS) UNDER SETTLEMENT OPTIONS. 
50 COMPANIES AVERAGE GUARANTEED RATE OF INTEREST PAYABLE UNDER SETTLEMENT OPTIONS 


emounted to 9.9% 


means $100 a month and “it is rather fair 
to maintain that individual who has an 
earning ability of $10,000 in this great 
middle class not leaving his family 
more than a subsistence income if he 
leaves $100 a month.” 

The $40,000 of principal would not be 
maintained intact, Mr. Zimmerman said, 
since some must be dissipated to pay 
taxes, some to pay unpaid income taxes, 
and some for funeral expenses, some for 
the final sickness, some to educate the 
children and some to pay off the mort- 
gage. 

“Do not think of $40,000 of principai, 
but only of $100 a month where $40,000 
of life insurance is left for the benefit of 
the widow and the children,” he urged. 

“We must not overlook the other 
fact,’ he continued, “that the govern- 
ment is a very real partner in business 
and if we place the tax burden to such 
a degree on the individual, on the sole 
proprietor, on the small business man, 


is 


that the business must be liquidated, 
then no one gains. The government 
loses revenue from the taxes on that 


business, unemployment results, and the 
individual who has worked a lifetime, 
perhaps, to build up a very modest es- 
tate to take care of his dependents finds 
that estate dissipated. 


PLEADS FOR PRINCIPLE 


“So we request this committee to rec- 
ognize the indemnification principle of 
life insurance and to maintain in 
the law the $40,000 exclusion which has 
been given to life insurance by law since 
1918 and upon which thousands and 
thousands of policyholders have 
achieved or tried to achieve a minimum 
amount of security for themselves and 
for their dependents.” 

Representative Robertson of Virginia 
asked Mr. Zimmerman what the annual 
income to the beneficiary would be if the 
$40,000 of insurance now exempt from 
the estate tax were invested in govern- 
ment bonds. Mr. Zimmerman said it 
would be under 3 percent, probably 








Living costs in January, i942 were still 6% below the 
average for 1929, despite a rise over the past year which 


Sources: United States Bureau of Labor Statistics; inter - 
state Commerce Commission,National industrial Conference Board 


J. Zimmerman, in his appearance before the house ways and means committee, used these charts to emphasize his point 
that life insurance is the bulwark of the middle class and that the middle class is being especially hard pressed by increased 


to 2.5 percent, or approximately 
$1,000 a year of income. 

Mr. Taggart made an eloquent plea 
for the $40,000 exclusion by citing a 
number of examples of the way in which 
life insurance proceeds had maintained 
dependent families after the death of the 
breadwinner. He pointed out that while 
some people think of life insurance as 
the depository for the so called moneyed 
class 87 percent of the total estates of 
men at death is life insurance Life in- 
surance has been a tremendous factor in 
making a bulwark of security that does 
much in making our land what it is to- 
day, he said. 


closer 


Plug for Agency System 


Mr. Taggart got in a good word for 
the agency system, pointing out that he 
had sold more than $17,000,000 of life 
insurance in the last 20 years, selling a 
policy every other day and that not 
more than 10 times in that whole period 
have people walked up to him and asked 
him to arrange insurance protection for 
their loved ones. He said that through 
the agency system agents have been able 
to inspire people as to their responsibil- 
ity and as a result much has been ac- 
complished in the way of building that 
bulwark of security for the American 
people. He contended that the govern- 
ment has a very definite and sacred re- 
sponsibility in the protection of the 
American home and that to discourage 
the purchase of insurance, directly or 
indirectly, is only to dignify and en- 
courage indolence and irresponsibility. 
Any tax proposal on life insurance, is 
dangerous he said as it will discourage 
the use of life insurance as a protection 
to the American home and the American 
way of life. 

Mrs. Kirby told a moving story of the 
way in which her husband’s life insur- 
ance had taken care of her and their four 
small children when she was left a 
widow 20 years ago. While the family 
had to reduce its budget they were 
deeply grateful that they could continue 
living in their home. 

“IT make no claims to knowledge of 

(CONTINUED ON LAST PAGE) 


XUM 


) boas 











Board 


oint 
ised 


ately 


plea 
ne a 
vhich 
ained 
f the 
while 
fe as 
eyed 
PS of 
e in- 
or in 
does 
s to- 


| for 
it he 

life 
ng a 

not 
riod 
sked 
1 for 
ugh 
able 
sibil- 

ac- 
that 
‘ican 
ern- 
| re- 

the 
rage 
, or 
en- 
lity. 
2, is 
rage 
tion 
ican 


the 
sur- 
four 
ie 2 
nily 
vere 
inue 


» of 


XUM 


April 17, 1942 





LIFE INSURANCE EDITION 








Blackall Group's 
Recommendations 


Zone 1 Commissioners 
Agree on Formula for 
Compensating Examiners 


HARTFORD — Insurance commis- 
sioners of Zone 1, including the New 
England states, New York and New 
Jersey, meeting in Hartford with Com- 
missioner Blackall, agreed that steps 
should be taken to reduce the costs 
of convention examinations now re- 
quired by the National Associations of 
Insurance Commissioners. The Zone 1 
group will bring the subject to the at- 
tention of the N.A.I.C. subcommittee on 
convention examinations. 

Specifically to be recommended is that 
instead of the customary allowance of 
$25 per day and expenses, the fee for 
participating examiners be allowed at the 
customary departmental salary plus 20 
percent and a reasonable living expense. 
Present procedure of the zone examining 
system is to call in representatives from 
insurance departments of states in other 
zones 

Another subject discussed was the ad- 
visability of adoption by the N.A.I.C. of 
a uniform and standard eligibility re- 
quirement for the appointment of de- 
bere examiners. The consensus 
was that the qualification for examiner 
appointee should be at least five years 
experience in insurance work or its 
equivalent. 

Hartford insurance executives enter- 
tained the visiting commissioners at 
lunch at the Hartford Club Those 
present included Superintendent Pink 
and Deputy Superintendent Edward Mc- 
Loughlin -of New York; Commissioner 
Harrington of Massachusetts; Commis- 
sioner Morin and Chief Examiner F. T. 
McGovern of Rhode Island; C. A. 
Gough, deputy commissioner in New 
Jersey; Commissioner Rouillard of New 
Hampshire; and Deputy Commissioner 
Albert G. Pingree of Vermont. 

Among the Connecticut officials at- 
tending were Deputy Commissioner 
Thomas B. Curry, Chief Actuary Rus- 
sel O. Hooker, and Frank Dole, execu- 
tive secretary to Commissioner Blackall. 





Michigan Governor Turns 
Guns on Life Companies 


LANSING, MICH. —Following the 7 
percent reduction in dwelling fire rates 
in Michigan recently, Governor Van 
Wagoner “apparently now is turning his 
guns on the life companies in an effort 
to bring about either lower rates or 
additional contributions to the state’s 
revenues, 

The governor holds that the com- 
panies either should adjust their rates 
downward or defray in a large part or 
wholly the cost of public health activity, 
which he said has been largely respons- 
ible for reducing the Michigan mortality 
rate 50 percent since 1920. 

If the governor exerts pressure in be- 
half of his proposal that the life com- 
panies contribute toward financing the 
public health program, it is anticipated 
that the fact will be called to his atten- 
tion that premium taxes collected in 
Michigan from life contracts already 
far exceed the cost of public health 
work and would finance the projected 
expanded program with a handsome 
pr left over in addition to the cost 
of operating the insurance department. 

Despite an enlarged budget for the 
insurance department voted by the 1941 
legislature, insurance men point out, 
the percentage of premium taxes spent 
on supervision is still among the lowest 
of any state, the huge surplus going 
into the primary school fund. The lack 
of state authority over life premium 
rates, such as is enjoyed over fire rates, 
and the wide differences in the formu- 
lation of life and property rate sched- 
ules no doubt also will be called to the 
executive’s attention. 


Morris Siegel Is 
Released from 
Jail: Pays Fine 


NEW YORK—Morris H. Siegel, in- 
surance counsellor, was arrested by a 
city marshal on a warrant issued by 
Municipal Court Justice H. J. Craw- 
ford and held for a day in the Long 
Island City jail for alleged contempt of 
court. The arrest was the result of a 
suit by Marie Harding, Brooklyn, 
brought against Siegel for $190, double 
a $95 fee she claims to have paid him 
for adjusting her insurance policies. 
When Mrs. Harding’s suit came up 
March 18 before Justice Crawford, Sie- 
gel refused to answer certain questions 
put to him in examination before trial 
on the advice of his attorney, L. S. 
Timen, who told him he could lawfully 
remain silent because his answers 
might tend to incriminate him. 

Justice Crawford overruled the ob- 
jection and on March 23 cited Siegel 
for contempt, ordering a $250 fine and 
$150 costs. When Siegel declined to 
pay, Chief Marshal Arthur Kirchheimer 
picked him up and escorted him to jail. 
No bail is allowed for contempt cases. 
When Timen tried to get a writ of ha- 
beas corpus, all of the appropriate 
judges were gone for the week end. 
Mr. Siegel raised the necessary $400 by 
the end of the day. Timen served a 
writ on Justice Crawford returnable 
Tuesday at which time Timen and Sie- 
gel will contend that the contempt or- 
der was a mistake and the fine should 
not have been paid. Mrs. Harding’s 
case cannot proceed until the matter 
is cleared up. 





Miss Caroline Clark, daughter of 
Jesse R. Clark, Jr., director of Union 
Central Life, and Mrs. Clark, was mar- 
ried to Private Peter S. Greene of 
Santa Barbara, Cal. 


i 


Kemp to ‘American Airlines: 


Call Heads Pacific Mutual 


On emergency service for the period 
of the war, A. N. Kemp, president of 
Pacific Mutual Life, has been loaned to 
American Airlines as its chief executive, 


sel of Pacific Mutual during the past 
eight years, was named president at a 
special meeting of the board. 

Mr. Kemp said the action was taken 





A. N. KEMP 


as an aid to the war program, succeed- 
ing C. R. Smith, who has been called to 
duty in Washington. 

Already a director of American Air- 
lines, Mr. Kemp will assume the presi- 
dency immediately, relinquishing his of- 
fice as president of Pacific Mutual but 
continuing to serve as chairman without 
compensation. Asa V. Call, who has 
been executive vice-president and coun- 








heirs. 


struck, 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 





Common Disaster Clause 


This man was aged 23 when he bought $3,000 of Ordinary 
Life, making his fiancee the beneficiary. 
later he and his bride were walking along a highway when an 
automobile struck and killed him. 
jured. As beneficiary she was paid a lump sum of $1,000, 
the remaining $2,000 being held at interest. 


Had his wife been killed with him in that accident, there 
could have arisen the problem of the “common disaster.” 
pose she had died even within a few minutes 
could have been her estate, not his estate, which would be 
entitled to the funds, because within those few brief minutes 
his estate would become her estate and hence payable to her 


As it happened in this case, the underwriter had foreseen 
the possibility, and had made the policy payable under the 
correct option to ensure the money going to his father had 
his wife lost her life in a common disaster with him. 


Suppose the underwriter had overlooked the possibility, 
and suppose both had lost their lives when the automobile 
his estate including the insurance might have been 
paid, not to his father as he had intended it should, but to 
her father, or brother, or cousin, or someone else certainly 
less close to him than his own father. 


+ + 
THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


Less than a year 


His wife escaped unin- 


Sup- 
after him. It 


JOHN A. STEVENSON 
President 

















ASA V. CALL 


as a war measure. “Because of his spe- 
cialized knowledge of air transport, Mr, 
Smith, who has been president of Amer- 
ican Airlines, is urgently needed in gov- 
ernment service. I regard this as an 
emergency assignment and of a tempo- 
rary nature. In view of this undertak- 
ing, Pacific Mutual has granted me a 
leave of absence as chairman of the 
board to be of assistance in this emer- 
gency. In the selection of Mr. Call as 
its new president, the company has 
chosen a man who as executive vice- 
president, chief investment officer and 
legal counsel for a number of years, is 
intimately familiar with the business and 
particularly fitted by experience and 
knowledge to the administration of its 
activities.” 

Mr. Kemp said he contemplates no 
change in residence and that he would 
maintain his home in Los Angeles and 
continue to serve as a director of the 
other organizations with which he is 
identified. 

Mr. Call is a native of Los Angeles, 
and has long been active in business and 
civic affairs. He is a trustee and vice- 
president of the University of Southern 
California, a director of the State Cham- 
ber, and vice-president and a director of 
the Los Angeles Chamber of Commerce. 
He serves as a director of Gladding, Mc- 
Bean & Company, California Portland 
Cement Company, the California Bank, 
and is a member of the American and 
California Bar Associations. 





L. A. A. Round Table Changes 


Some changes have been made in the 
program for the North Central Round 
Table of the Life Advertisers Associa- 
tion at Excelsior Springs, Mo., April 
23-24. 

Under the revised schedule, A. W. 
Theiss, Ohio National Life, will discuss 
“Who Are Our Prospects?” Eula M. 
Enochs, American United Life, will 
speak on “Reaching Our Prospects 
Through Approach Aids” and J. M. 
Grimes, Jr., Bankers Life of Iowa, 
on “Reaching Our Prospects Through 
Direct Mail.” 





Alliance Life Appointments 


Alliance Life has appointed a new 


general agent at Minneapolis, C. A. 
Kneeland, with offices in the Rand 
Tower. 

Harry Weingarden has been ap- 


pointed general agent for Detroit. 
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Daslond Life of lowa Advances Four; Jaeger Retires 








W. W. JAEGER 


DES MOINES—W. W. Jaeger, vice- 
president of Bankers Life of Iowa, has 
retired from that post but has been 
named vice-chairman of the board of 
directors, a post created for him. Mr. 
Jaeger has reached retirement age and 
would normally retire from active duty 
this vear, but in the present emergency 
he will continue executive duties in the 
new position so the company may have 
the benefit of his services. Mr. Jaeger 


Nebraska 1941 Business 
and Leaders Are Shown 


The stock legal reserve life compa- 
nies of Nebraska wrote in their home 
state last year $14,979,161 and have in 
force $121,287,737. The leaders were as 
follows: 

New 
Business’ In Force 
- $1,270, 747 $11,456,741 


American 
,192,753 52,992,928 


Reserve. 
sjankers, N 


Neb 








Lincoln Liberty..... 2'3: 2,481 16,640,334 
DAMA WOBE  .0.65.50:02 80's 1 541 11,934,968 
Union National 2,631,291 11,053,649 
United Benefit ..... 1,955,911 8,376,258 


Outside Legal Reserve Figures 

The stock legal reserve companies of 
other states wrote in new business in 
Nebraska last year $32,672,649 and have 
in force $226,135,338. The leaders in 
ordinary business or those writing more 
than $1,000,000 of new business were as 
follows: 





New 
Business’ In Force 
Aetna. GAO. .ic0cese $1,394,799 $17,894,263 
Farmers & Bankers... 1,316,494 7 
Lincoln National.... 2,556,986 
National Reserve... 1: 042,545 3,648,745 
veo | ae 1.275.790 20°473,821 
Union Central...... 1,874,824 21,352,082 
The mutual legal reserve companies 


Nebraska wrote in new business $6,- 
735,909 in their home state and have in 
force $39,238,609. The Security Mutual 
of Lincoln led with $3,383,419 new 
business and has in force $17,159,008. 
The Guarantee Mutual wrote $2,837,127 
and has in force $16,920,849. 

The mutual legal reserve companies 
in other states wrote in Nebraska $54,- 
185,990 and have in force $520,794,343. 
The ordinary insurance leaders or those 








writing over $1,000,000 are as follows: 
New 

Business In Force 
American Mut. ..... $1,237,898 $ 3,116,860 
ve Se re 2,06 4 238,848,574 
mouttabie, Ni VY... 3, 41,077,676 
John Hancock ..... 2, 8,942,426 
TT Oe ot er eae 1,619, 538 14,935,514 
Metropolitan ....... 3,623,007 36,809,327 
meat. tate, NM. Zescccs 1,966,106 26,695 "122 
Ms: Rs Life ee rece eS 5,669,601 67,985,621 
i ae i 4,239,808 56,531,164 
POUGGNTIAL  oisikasa ss 5,630,612 43,740,052 


Leo W. Chulock, Illinois, was national 
leader in production for State Life of 
Indiana in March, Sweeney Month, 
designated in honor of President Robert 
E. Sweeney. 


so 


E. M. MeCONNEY 


has been with the company for 38 years 
and has been in the home office since 
1922. 

Vice-president and Actuary E. M. 
McConney was promoted to the post 
of vice-president while D. N. Warters, 
vice-president and associate actuary, was 
advanced to vice-president and actuary. 
Leo Danzinger and William Rae were 
named assistant actuaries. 

Mr. McConney served 


through the 


Pak H. Louis Assistant 
Secretary of U. S. Life 


Pak H. Louis has been appointed as- 
sistant secretary of United States Life, 
and it is believed that he is the first per- 
son of Chinese descent to be elected an 
officer of any American insurance com- 
pany, 

Mr. Louis joined United States Life in 
1929 and shortly thereafter became a 
member of the actuarial department of 
which he is now supervisor. Educated 
in the high schools of Canton and Hong 
Kong he came to the United States in 
1923 and entered the University of 
Michigan where he majored in actuarial 
science. After his graduation he worked 
in the actuarial department of the Mac- 
cabees in Detroit. 


Sixth Article in “Barron's” 
NEW YORK—The article in 


sixth 


the ‘“Barron’s” series on “Hidden Values 
in Your Life Insurance” recommends 
the purchase of disability coverage. The 
author, B. W. Levmore, discusses the 


history of disability insurance and the 
various types of clauses available. He 
touches briefly on double indemnity, 
saying that while it provides an inex- 
pensive means of adding to one’s life 
insurance should death occur through 
accidental means, it is not needed in a 


well arranged insurance program that 
provides adequately for one’s depen- 
dents. 


Illinois Companies Group Meets 

The Association of Illinois Life In- 
surance Companies will hold a meeting 
April 21 in the Union League Club, Chi- 
cago. G. R. Kendall, head of Washing- 
ton National, is president. Taxation and 
socialized insurance are subjects for dis- 
cussion. L. D. Cavanaugh, president 
Federal Life, is secretary. 


Mutual Benefit Correction 


In the 1942 Little Gem Life Chart on 
Page 2, the entry for Mutual Benefit 
Life in the column setting forth the 


guaranteed monthly life income per $1,- 
000, 10 years certain, at age should 
be $6.82 instead of $5.09. 


65, 


D. N. WARTERS 


first world war and was an actuary with 
one of the foremost life insurance com- 
panies in Canada before coming to 
Bankers Life in 1919. 

Mr. Warters also started his actuarial 
career in Canada. He came to Bankers 


Life in 1920. 
Mr. Danzinger and Mr. Rae both have 


completed their actuarial studies and ex- 
aminations while in the service of Bank- 
ers Life. 


Travelers “Ad” Again Wins 
Award for Distinction 


An illustration used in a national ad- 
vertisement of Travelers has won the 
Art Directors Club's certificate of 
award for distinctive merit. The award 
was made by the jury of the exhibition 
of advertising art in New York and was 
presented to the artist, Steven Dohanos 
this week. The painting depicts a gaunt, 
fire-gutted farmhouse silhouetted against 
an early evening sky and appeared above 
a caption which read, “This house had 
28 mysterious fires in one day!” This is 
the fifth time advertising of Travelers, 
prepared by Young & Rubicam, has won 


Art Directors Club awards for distinc- 
tive merit. 
Life Lawyers Meeting 

“Sundays and Holidays as Affecting 


Premium Due Dates and Grace Period 
Expirations” will be discussed by R. J. 
Wetterlund, Chicago attorney, at the 
meeting of the Chicago Life Insurance 
Lawyers Club April 21. Burton P. 
Sears will review current decisions, and 

A. Stebbins, head of the group will 
contribute a story. 


Slate J. G. Parker in N. Y. 


John G. Parker, general manager and 
actuary of Imperial Life of Canada, will 
speak on “Life Insurance Under War 
Conditions” at the annual seminar on 
Current Economic and Social Trends 
sponsored by the New York C. L. U 


Plan Negro Insurance Week 


The National Negro Insurance Asso- 
ciation will sponsor National Negro In- 
surance Week May 4-9. 

The association is holding its annual 
convention in Birmingham June 23-26. 





Holgar Johnson in New Orleans 
NEW ORLEANS—Anverican | busi- 
ness management, in addition to direct- 
ing the biggest production job in 
history to win the war, must accept re- 
sponsibility for leadership in developing 
plans for post-war reconstruction, Hol- 
gar J. Johnson, president of the Insti- 
tute of Life Insurance, declared in ad- 
dressing the New Orleans Association 
of Commerce. 


— 17, 1942 
Bacst Roberts for 
Reelection as 
National Trustee 
LOS ANGELES—In view of his 
activity in the educational program of 
the ‘National Association of Life Un- 
derwriters and the desirability of hav- 
ing some one conversant with all 


phases of the plan at the head of the 
committee which is handling it, the di- 
rectors of the Los Angeles Associa- 
tion adopted a resolution urging that 
Roy Ray Roberts, Los Angeles general 
agent of State Mutual Life, stand for 
reelection as trustee of the National as- 
sociation. 

Mr. Roberts originated the plan to 
have life insurance included in the 
California state board of education's 
adult educational courses. He has de- 
voted many years to the subject. Much 
of the matter in the textbooks that 
have been placed in the schools of the 
various states, while not written by Mr. 
Roberts, has been revised, clarified and 
broken down into a series of lessons, 
easily taught and easily understood, un- 


der his direction. 

His reelection is sponsored by the 
California association as well as the 
Los Angeles association and both or- 


ganizations have named committees to 
advance his candidacy, which has been 
approved also by the San Francisco, 





ROY 


RAY ROBERTS 


Santa Barbara, Ventura county, Orange 
Belt, Oakland, Long Beach, San Diego, 


Pasadena, Sacramento, Fresno, Chico 
and San Jose associations. 
The Life Insurance Managers Asso- 


ciation of Los Angeles at a meeting 
unanimously endorsed Mr. Roberts for 
reelection. 
New Travelers Field Aids 
Additional field assistants have been 
appointed at Boston and Dallas by 
Travelers, 
Ray Miller, Dallas, had been em- 


ployed first by Republic National Bank 
and then by General Tire Rubber Com- 
pany in Dallas. 

Myron E, Smith, at Boston, had been 
associated in a sales capacity with Hal- 
sey, Stuart & Company in New York 
and Boston, and with Phoenix Mutual 
Life in Boston. 


U. S Chamber Director 
There is no 
nomination for 


insurance man put in 
director of the United 
States Chamber of Commerce from any 
of the election districts. Carl N. Jac- 
obs, president of the Hardware Mutual 
Casualty at Stevens Point, Wis., has 
been nominated as a candidate for the 
insurance division. There are nine gen- 
eral divisions having two directors each. 
There are 10 election districts. 
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a Aeovlens 
Insurance and the 


War Program 


To enjoy public approval and good 
will during these days, every institution 
and business must be able satisfactorily 
to answer the question: What do your 
operations contribute to the successful 
prosecution of the war program? In- 
ability to answer satisfactorily may lead 
to rigid curtailment, if not to complete 
termination of an enterprise. These 
views were stated by President Bertrand 
J. Perry of Massachusetts Mutual Life, 
attending a conference of general agents 
in Detroit. 

Under our form of government, the 
only way to finance the cost of war is 
through the payment of taxes and the 
purchase of government bonds, he de- 
clared. It is, therefore, the duty and 
the privilege of every citizen and enter- 
prise to buy war bonds. 

“Massachusetts Mutual Life lost no 
time in buying the lawful maximum of 
these bonds. But this investment rep- 
resents only a very small part of its 
financial cooperation with the govern- 
ment. At the close of 1941, its invest- 
ments included more than $67,000,000 of 
government securities. This has since 
been increased, and will be further in- 
creased during this year. 

First-year premium income was $9,- 
172,385 in 1941, and in that year Massa- 
chusetts Mutual invested $9,850,000 in 
new purchases of government bonds. 

Further aiding in the prosecution of 
the war program, the life insurance 
owned by 66 million people, assuring 
home solvency, helps in sustaining 
strong citizen morale which is as im- 
portant as battleships and bombers, he 
said. 

Massachusetts Mutual also held a 
meeting in Chicago for about 90 agents 
from that city, points in Wisconsin and 
Indiana. Accompanying Mr. Behan at 
these meetings were James M. Blake, 
manager of field service: Seneca Gam- 
ble and Charles W. Hall, assistant di- 
rectors of agencies; James Marchese, 
assistant secretary in charge of lay un- 
derwriting; H. H. Irwin and K. W. 
Perry, agency assistant. 


FINDS NO COMPETITION 


There is no question of competition 
between war bonds and life insurance 
for the citizen’s dollar today, Harry B. 
Cadwell, assistant to the vice-president 
and manager of agencies of Mutual 
Life, told representatives of the Grand 
i ait Mich., agency at a meeting. Mr. 

Cadwell is also visiting agencies in 
Detroit, Milwaukee, Minneapolis, St. 
Paul, Billings, and Fargo, returning to 
the home office April 20. 

Life companies have not attempted 
nor will they ever attempt to lure funds 
away from investments in war bonds, 
he said. Indeed all agents are encour- 
aging the direct purchase of govern- 
ment securities. 

Every dollar invested in life insur- 
ance is a double-duty dollar, serving 
both home and nation. Life insurance, 
today as always, he stated, provides the 
most safe and economical way of creat- 
ing financial security for the nation’s 
families. This security now is more 
important than ever, Mr. Cadwell 
pointed out, in creating the sound na- 
tional morale necessary to releasing the 
greatest energies for war, and also in 
relieving the government of the sup- 
port of those who, because of personal 
misfortune, might otherwise become de- 
pendent upon public funds. Moreover, 
dollars invested in life insurance are 
largely reinvested in government se- 
curities at a rate of interest which, in- 
cidentally, is lower than that which the 
government must pay individual in- 
vestors in war bonds. 

Mutual Life at the end of last vear 
had more than $480,000,000 invested in 
government securities and is continuing 
to invest in them at the rate of approxi- 
mately $80,000,000 a year. 
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Honors = 


Denver Veteran 


DENVER—John S. Fabling of the 
Fabling, Fabling & Gillis agency of Pa- 
cific Mutual Life is being honored at a 
testimonial dinner April 20 by the Den- 
ver General Agents & Managers Asso- 
ciation in view of the fact that he en- 
tered the insurance business just 50 
vears ago. It so happens that Mr. 
Fabling is also celebrating his 50th 
wedding anniversary this year. 

Mr. Fabling has many long time 
service records. He and J. Stanley 
Edwards, general agent of Aetna Life, 
and past president of the National As- 
sociation of Life Underwriters, are the 
oldest general agents in the mountain 





JOHN S. FABLING 


territory in point of years of service. 
Mr. Fabling has been located in the 
Colorado Building here 40 years. 

Mr. Fabling arrived in Denver, 
March 4, 1892, and wrote his first ap- 
plication for Prudential on March 15. 
On June 1, he was appointed an assist- 
ant superintendent for Prudential. He 
went with Metropolitan Life in Kansas 
City in 1894. The next year he entered 
the mercantile business in Denver but 
in 1902 he reentered the life insurance 
business with Equitable Society in 
Denver. Two or three months later he 
signed a contract with Pacific Mutual 
Life and during 1903 he led all agents of 
Pacific Mutual with a total of $332,320 
of paid business. In 1904 he was 
named general agent by Pacific Mutual 
for Colorado and Wyoming. At that 
time the agency had about $2,000,000 of 
business in force and this was_ in- 
creased to more than $18,000,000 by 
Jan. 1, 1931, when Mr. Fabling retired 
from the active management of the 
agency. 

He was the second president of the 
Pacific Mutual General Agency Asso- 
ciation. He was president of the Den- 
ver Life Underwriters Association in 
1912 and a member of the executive 
committee of the N.A.L.U. from 1916-19 
during which time the Coloradoans were 
making their effort to elect Mr. Edwards 
as president. 

Mr. Fabling’s office is now known 
as Fabling, Fabling & Gillis. A son, 
Harry C. Fabling, is part of the firm 
in company with A. J. Gillis. 





North American Contest Winners 

R. M. Feely of Newark was the win- 
ner in respect of both applications and 
volume in the 35th anniversary produc- 
tion drive of North American Life of 
Chicago. The campaign started on 
Feb. 4, which was the actual anniver- 
sary date. Harry W. Schaefer of Mil- 
waukee was the runner up. War bonds 
were given as prizes. Production in 
March of North American Life was the 
largest in the last 30 months. It was 
the biggest March in five years. 











Sure, Shes 


Watchor” 


“Ploch 


But this widow is not restive about the lag- 
ging minutes from a personal desire. 


She is anxious to get home to her children, 
who are left each day with a neighbor while 
she herself goes to work as a saleswoman to 


provide for them. 


She is the widow of an uninsured man who 
waited too long to decide that she and his 
son and daughter need such protection. 


It’s an old story, but fortunately it is be- 


coming rarer as time goes on. 


The life insurance agent has a definite re- 
sponsibility to seek out breadwinners who 


are taking the same chance. 
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War Slant F pales 
Metropolitan Life‘s 
Annual Report 


With the timely caption “Your Life 
Insurance in Wartime,’ Metropolitan 
Life has prepared an unusually attrac- 
tive and informative report on its 1941 
operations for distribution to policy- 
holders. 

More than 700 Metropolitan employes 
were already in the armed forces at the 
entrance of the United States into the 
war and this number is rapidly increas- 
ing, it is pointed out. In 1941 Metro- 
politan increased its U. S. government 
bond holdings by $150,000,000, bringing 
its total investments in such bonds to 
$1,214,900,000, or 22 percent of its as- 
sets. 

A very clear explanation of the in- 
troduction of the war restrictions in new 
policies is presented. It is pointed out 
that “the restrictions are designed to 
protect the general body of policyhold- 
ers on the possible large losses which 
might result from war deaths among 
those seeking insurance primarily as a 
protection against the hazards of mili- 
tary and naval service in time of war.” 


Pays Out Half Billion 


The Metropolitan paid out $567,941,- 
000 to policyholders | and beneficiaries in 
1941 of which $177,733,000 was in death 
claims. Sctratdlinen has paid claims 
on 96 policies on account of fatalities at 
Pearl Harbor. Matured endowment 
holders were paid $102,512,000 in 1941 
and dividends totaled $116,420,000. In 
addition $243,669,000 was added to the 
reserve funds, bringing the total ‘to 
$832,422,000 which was paid or set aside 
for policyholders and beneficiaries in 
1941. 

Metropolitan Life’s insurance in force 
crossed the $25,000,000,000 mark in 1941 
with nearly 3,000,000 persons increasing 
their protection by buying $2,012,000,000 


new insurance. Insurance in force in- 
creased $1,500,000,000. New ordinary 
issued in 1941 totaled $1,145,000,000 


compared to $649,000,000 new industrial. 

Special emphasis is placed on the work 
in improving service by intensive train- 
ing of agents. Turnover among Metro- 
politan agents was only about 7 percent 


in 1941. The lapse ratio was lowest in 
history. 
The situation which necessitated an 


increase in premium rates is explained 
as well as the prospects for dividends in 
the future. 


Assets More Than Five Billion 


Metropolitan assets totaled more than 
$5,648,000,000 at the end of 1941 and 
3.44 percent interest was earned on in- 
vested funds. 

Information is given on Metropoli- 
tan’s investments in housing projects. 
The new Parkchester development in 
New York city houses 12,273 families 
and has a population of 40,000 people. 
“seta housing projects are under way in 

San Francisco and Los Angeles and to 
help relieve the serious housing prob- 
lems in Washington, D. C., a project to 
house 1,700 families is now under way 
in nearby Alexandria, Va. 

The 1941 death rate among Metro- 
politan policyholders was the lowest on 


record. Last year 8,000,000 books on 
health and safety subjects were dis- 
tributed. There were 3,059,412 visits 
made to industrial policyholders and 


group certificate holders by Metropoli- 
tan visiting nursing service in 1941. 





Honor Oldest Policyholder 


The Southwestern Life honored E. K. 
Dillingham, associated with a Houston, 
Tex., investment firm, who holds a 20- 
vear contract, the oldest policy on its 
books, with a luncheon. Company offi- 
cials present were Arthur Coburn, vice- 
president; Everett G. Brown, vice-presi- 
dent and actuary, and R. William Archer, 
director of publicity. Jack Grantham, 
Houston manager, and 20 members of 
the agency force also attended. 
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‘Reawahin of Iowa 
Fetes W. F. Crawford 
at Chicago Dinner 


W. F. Crawford, Chicago general 
ag of Equitable Life of ‘Towa since 
Feb. 1, 1912, was tendered a testimonial 
dinner Tuesday in recognition of his 31 
— of service. 

W. Hubbell, president of Equitable 
of ys and E, E. Smith, agency secre- 
tary, were hosts. A hand illuminated 
parchment scroll attesting Mr. Craw- 
ford’s period of service was presented to 
him by Mr. Hubbell. 

Mr. Crawford opened the Chicago 
agency after serving as an agent for the 
company in Pittsburgh. In 1913 the 
Crawford agency was the first Equitable 
of Iowa office to pay for one million 
dollars of new business in a year and 
since has produced as much as $2,500,- 
000 annually. The Crawford agency has 
led all company offices in production sev- 
eral times, and Mr. Crawford has won a 
number of company production honors 
by reason of the accomplishments of 
his organization, twice earning the vice- 
presidency of the Equitable of Iowa Or- 
ganization Club. His brother, A. R. 
Crawford, at one time his partner in the 
agency and an agency associate since 
1912, was named to the Equitable of 
Iowa Hall of Honor in 1938, the highest 
individual honor conferred upon field 
representatives of the company. In 1941 
five of Mr. Crawford’s agency associates 
won company production honors and 
membership in the 1942 Production 
Clubs as follows: A. R. Crawford, W. T. 
Meisner, * O. Nelson, J. F. Reichman 
and J. C. Smith. 

Mr. Crawford is a native of Blairs- 
ville, Pa., His early years were spent 
in the steel industry. He is a past presi- 
dent of the Chicago Association of Life 
Underwriters. 


Appreciations Are Voiced 


Earl Smith presided and called on a 
number in the group of about 30 to 
speak briefly in appreciation of the 
honor guest, including Carl Birdsall, a 
trustee of Equitable Life of Iowa, and 
vice-president of Continental Illinois 
National Bank & Trust Co.; Armand 
Pfaff, who was started in the business 
by Mr. Crawford and is now of Griffin, 
Ingram & Pfaff, also general agents of 
Equitable Life of Iowa in Chicago; Ray 
Warren of the Ball Bros. Company, a 
friend and policyholder of Mr. Craw- 
ford; Walter Meisner, who has been 
with the agency 20 years and who pre- 
sented to Mr. Crawford a handsome pipe 
rack with a plaque; George W. Burton, 
district agent of Equitable Life at Mus- 
kegon, Mich., who was with the Craw- 
ford agency about 10 years until he 
went to his present post about two years 
ago, and finally President Hubbell, who 
presented to Mr. Crawford a_ wall 
plaque. 

Mr. Smith brought out some of the 
aggregate figures on the results that Mr. 
Crawford has attained. The agency 
from 1912 to 1941 produced a total of 
$51,950,029 of business. Mr. Crawford’s 
personal production during that period 
has totaled $3,151,995. The lapse rate 
has been very commendable and in 1940 
it was only 6.2 percent. 

Mr. Crawford has been in the life in- 
surance business altogether about 40 
years. He was connected with the old 
Pittsburgh Life & Trust of Pittsburgh 
for several years until he made his con- 
tract in that city with Equitable. 





Equitable Society’s Correction 


NEW YORK—Through a typo- 
graphical error the Equitable Society’s 
group insurance in force in the table 
of companies’ ranks in insurance in 
force in the March 27 issue of THE 
NATIONAL UNDERWRITER was given as 
$274,156,055. The correct figure is $2,- 
741,156,055. Equitable’s total insurance 
in force, $7,607,302,939, was shown 
correctly. 


Costello healing ry 
of Southwestern Life 





John P. Costello, Dallas, with produc- 
tion totaling more than $890, 000 in new 
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challenge cup awarded annually by 
Southwestern Life to the representative 
who leads the agency force in volume, 
He has won many company honors, is 
a charter member of the Top Club, its 
past president and is a member of its 
executive committee. He also is presi- 
dent of the Life Club and a member of 
the Million Club. 

Mr. Costello was the first South- 
western Life agent to attain the C.L.U. 
designation. 


Discuss Personnel Problems 


Current personnel problems of insur- 
ance companies were discussed at the 
April 14 dinner meeting of the Twin 
City Home Office Life Club in St. Paul. 
The speaker was C. L. Dockstader, as- 
sistant secretary Minnesota Mutual Life. 
This was the last program meeting of 
the year. 





Ohio State’s Quarter Leaders 


The Toledo agency of Ohio State 
Life, of which J. Earl Pullen is 
manager, led in volume of insurance writ- 
ten the first quarter, followed by Cleve- 
land, Pittsburgh and Columbus. Lead- 
ing personal producers for the quarter 
are A. P. Mazza, Harrisburg, Pa.; : 
C. Vollman, Chicago; E.S. Spear, Gal- 


paid for business, was winner for the lipolis, O., ‘and J. C. McFarland, Cin- 


second consecutive year of the grand cinnati. 








and Family Income. 


their sunset years. 











When the bluebirds are over... 


Yes, some day, the white cliffs of Dover and many other places in this 
old war-torn world of ours will be peaceful once more, and will once 
again have a place in our dreams of retirement and travel. 
that day, when victory and peace will be ours, is not far away. 

Life insurance men, too, look forward to retirement and travel, and 
long to see sunsets in distant lands in their sunset years. 

Guarantee Mutual Life men are building their retirement funds 
through liberal first year and “doubled up” 
full line of salable policies including Juvenile, Mortgage Retirement 
In addition, they can qualify for INCOME 
CONTINUANCE under which a retirement income is built up, with- 
out any contribution by the agent, for the writing of a surprisingly low 
amount of quality business. They can look forward with confidence to 


Write A. B. Otson, Agency Vice President, for details of our 
“BUILDERS OF MEN” AGENCY PLAN 


GUARANTEE MUTUAL LIFE COMPANY 
OMAHA, NEBRASKA 


Organized 1901 


Let’s hope 


renewal commissions on a 














ee] 


XUM 

















——- i April 17, 1942 LIFE INSURANCE EDITION 7 
, by ——-S -- ————— —— = 
eit 1941 Illinois Life Busi isiness _ For 
“ay Report inois Life Business nc eee 0 Se tees, TPES Rees ew 
a Provdnt. Mut. ...O. 5,863,717 53,256,6 : 
‘gh Prudential ...... ©. 90234382 83364402 for Post-War Adjustment 
f its Legal reserve life companies reported Boe™ pin G eeitiee betharers 
eeu a total of $1,408,013,318 new business 5.00014 “ agra pene Reliance Mut. ..0. "428,610 3,327,881 What the agent and life insurance 
er of placed in_ Illinois last year, compared I. 1,597,749 2,116,538 & yeas 386-398 company should be doing now to make 
to $1,136,880,778 in 1940. This was an Monarch ........ O. | 232,137 1,331,386 ; : more effective the job of conservation of 
f $271,132,540, or 23.8 r- Monumental 0. 3 275, 500 11107160 Reliance ........ O. 2,281,022 19,653,044 ; J s , 
uth - increase Of | we ° > DCE=  & gett, Rockford Life ..O. 3,717,860 13,119,900 business when the country changes from 
L.U cent, according to figures taken from —— 2 wu a6¢ “yon Prpe ie wage as 5,235,852 war back to a peace time economy was 
the annual statements filed with the Mutual Trust, ...0. 3,344,681 38,014,186 ee > 36n'a45 a e838 outlined by George F. B. Smith, assist- 
Illinois insurance department for the Nothenda eau PERE Tes TESTE ATT State Farm Life.O. 4,436,080 12,038,025 ant vice-president of Connecticut Mu- 
calendar year ended Dec. 31. "G "3837258 —’818'010 ae. <n 682,813 tual, in a recent issue of ConMuTopics. 
Total Illinois legal reserve life in- tate Life, Ind...O. 5,003 7,493,991 : : F 
nsur- ¢ “ ; 2.455 I. 8,042,117 28,146,148 state Mutual O. 4.076.267 48.370.831 That will be a difficult period for 
+ alee surance in force was $9,818,340,313, PS ma Ta..... O. _'489,500 4,764, 163 Sterling ...... “10. 1,365,000 1,364, many persons, and the conservation 
Twin apmipaees ” $8,922,734,540 at the end New luk. tus. "G Ieee 134:687,899 Supreme Liberty.Q. 647,916 — 2,619,062 problem will be very acute. Agents and 
Paul of —_, his oe an oe - New | York Life. .O. 37,703,691 668,820,478 I. 22,878,766 15,014,152 companies should help every policy- 
*, as- cooly $895,605,809, or about 10 North Amer., II “= 8,303,861 nian Sun Life, Can....0. 12418125 76,923,779 holder anticipate those difficult days. 
ite 4 " . y : T. se a i# 597 rest] Ss 
ee The ‘ordinary new business aggre- North AB, RAS O 99 $90100 5682700 sun Lite, Ma.....G LUIS “ESHBE which Ate Smith offs: ee 
g ‘ 9 ) . oa . ied oe ee eV. Bey ’ ’ , a ‘ I * 4 _ e . p 
gated $627,142,608, as "against $585,172,- Northw. Natl. ..0. 5,500,026 35,302,121 Travelers ....... O. 14,194,755 2211511989 | Outline a program for the policyholder 
589 in 1940, a gain of $41,970,019 or . G. 2,215,000 4,542,500 G. 78,332,200 264,392,992 to red reatly or pay off his loat 
71 percent. Occidental, Cal...O. 3,402,314 16,752,269 Union Central ..O. 5,295,858 73,661,373 COMES SE Saeny oe, eae ce at x 
a li : a , G. 3,799,968 13,798,352 Union Labor ....O. 32.135 520.236 Suggest discounting premiums in ad- 
. , New group life + ee ae in Ohio Natl ...... Q. 2,110,922 10,498,318 G. 450,000 4,266,000 vance 
State le year aggregated $565,158,781, com- fo State ...... O. 9,095 4,496,794 Union N | ee 32" 1675,699 a ’ CSpee 
te the y ggreg ‘ ” Ola Line, Wis..110. 1,075°66 6°279°747 es ee a aisvaas 1a Ser sie Show the advantage of changing from 
i as yared to $340,704,497, a 65 percent in 4 2 ,135, ,857, aes 
: I Old Repub. Cred..O. 39,717 1,470,304 i 9 alow toa high premium plan where that 
site < Sieer tetas Bie faces p ' ,470,304 United States ...0. 107,000 1,587,278 , 
“a cold tathe year sented $215 711,929, Pacific Mut ©. 2,895,041 30,0986 United ---------. GBC TE SE seems advisable. 
ve- sold i Sed E Mut. ....0. ,098,165 2 ee ae 16,337 ; , as ring 
ead- whereas in 1940 the total was $211,002,. Pan-American ..0. 518,281 5,251,748 {2,935,820 4,616's32 , Point out the advantages in changing 
; : Fo gil G. 10,000 —°217,000 ~Victory Mut. ...0. °"198'950 1,043,462 to a limited payment plan of insurance 
arter 692, an — in 1941 of $4,709,237, or Paul Revere ....0. 672354 2,488,271 ; I. eae " £iat Try to get more premiums paid on an 
- i. 2.2 percen Penn, Mutual ....O. 13,904,392 183,451,839 Wash. Natl. -O. 1,546,399 20,310,368 annual basis. 
Gal- ‘The rere of legal reserve ordinary eoples, Ind. “- 670,581 4,596,516 G. 1,493,000 8,463,830 Offer a budget book 
Cin- life insurance in force in Illinois, Dec. Philadelp} O. ; : y WETS Hee ; : f defens 
in 1 ; DIS, 7e s elpha ..... ). 486,068 2,140,895 West. & South...O. 10,125,295 54,929,723 Advocate the purchase of defense 
31, was $6,666,716,940, as against $6,- Phoenix Mut. -O. 4,743,395 49,987,940 G. 169,594 736,350 4, . whiel b end in 1 , 
054.311.427 ain of $612,405,513 or PrOvant. L. & AO. '243,798 "849,806 I. 14,198664 75,728,315 bonds which can be cashed in later in 
o4,d1l,4e%, a gain oO 400, J G. 383,500 385,500 Wisc. Natl. ..... O. °899:459 4,554,036 order to keep the insurance in force. 

















1 10.1 percent. The total group insur- 
ance in force in the state at the end of 
last year was $1,597,787,828, whereas 
the figure at the end of 1940 was $1,- 
368,248,339. The gain last year thus was 
$229,539,489 or 16.8 percent. Total in- 
dustrial life insurance in force was $1,- 
553,835,545, as against $1,500,174,738, a 
gain in the year of $53,660,807 or 3.5 
percent. 
New In 
Business _ Force PILOT FIELD MEN BREAK RECORD IN 
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Advances Made 
in Photographing 
of Records 


The Milwaukee “Sentinel” the other 
day carried an interesting, well illus- 
trated article captioned ‘“Fassell and 
Magic Mirrors Whittle Huge Insur- 
ance File.” 

Fassell of the headline is E. Fassell, 
assistant actuary of Nor shoe estern 
Mutual and the “Magic Mirrors” are an 
invention of his that permits both sides 


of a record card to be photographed 
in one operation. The article tells of 


the systeni now in operation in North- 
western Mutual for using photography 
in maintaining a control on the day to 
day use of the register card file and to 
substitute motion picture film records 
for permanent file documents which then 
can be destroyed. 

One of the pictures that went with 
the pees was of a truckload of nine 
tons of shredded records which had been 
accumulated over 85 years and along- 
side of that a little pile of movie films 
that contain all the destroyed records. 


Mr. Fassell and S. L. Jackman appear 
in the picture, Mr. Jackman being in 
charge of the destruction of the old 
records. 


When the transfer of the permanent 
file record is completed, the file formerly 
housed by a room 50 feet wide and 100 
feet long will be contained in a cabinet 
5 feet high and 18 inches wide. This 
will be the subject matter on 3,000,000 
cards for some 6,000,000 pictures. 

In working out the system the big- 
gest problem was to photograph both 
sides of the card in one operation and 
this was necessary because North- 
western Mutual’s records are front and 


back. Mr. Fassell, working in the base- 
ment of his home, solved the problem, 
which according to the article, the 


camera people claimed was_ insoluble. 
Mr. Fassell arranged to have the cards 
passed between a pair of mirrors at 45 
degree angles above and below the flat 
surface of the cards. The images pro- 
jected from either side of the cards in 
the mirrors were then photographed as 
the cards moved past. Between the pic- 
tures of front and back the machine in- 
cludes a photographic record on the film 
of the date and the exact hour and min- 
ute. 


Industrial Insurers 
Announce Program 


(CONTINUED FROM PAGE 1) 


opening session and the dinner, and EI- 
lis Arnall, attorney-general of Georgia, 
on “Industrial Insurance and the Re- 
public” at the opening session. 


Woodson Gives Look Ahead 


“Life Insurance Looks Ahead” will be 
discussed by B. N. Woodson, assistant 
manager Sales Research Bureau the first 
morning. President Dobbs will report 
on the administration and Secretary 
Daniel on the state of the conference. 
Committee reports will follow. 

Speakers and subjects for the Legal 
Section meeting are: “Looking Through 
My Spectacles,” P. M. Estes, vice- presi- 
dent and counsel Life & Casualty; “In- 
terpretation of the War Clause—What 
Is an Act of War,” J. Lon Duckworth, 
counsel Industrial Life & Health: “So- 
cial Security Laws, and to What Extent 
Industrial Insurance May Be Affected 
Thereby.” J. F. Finley, counsel Inter- 
state Life & Accident; ’ general discus- 
sion led by Douglas Henry, associate 
general counsel National Life & Acci- 
dent. 


Craig on Public Relations 


A feature of the final session May 8 
will be an address on “Preserving Pub- 
lic Morale,” by C. A. Craig, board 
chairman National Life & Accident of 
Nashville. 

The necessity for assuming a lower 
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Hage Bensiite Paid 
in Life Insurance 


Total of $11,385,000,000 
Exclusive of Accidents 
Received Since 1929 


Beneficiaries of more than 13,000,000 
life insurance policies have received a 
total of $11,385,000,000, exclusive of ac- 
cidental death benefits in the 12 years 
since 1929, according to the Institute of 
Life Insurance. This is equivalent to 
one-ninth of total life insurance policies 
in force in 1929. 

Families of workers in factory, field 
and offices were the greatest recipients 
of these benefit payments. More than 
70 percent of, the policy claims paid, or 
9,553,000 were under industrial insurance 
policies and, in spite of the small aver- 
age size of these policies, $197, they ac- 
counted for $1,885,000,000 of the total. 


Group Payments Made 


In addition, approximately 656,000 
group insurance certificates were paid as 
death claims for a total of $985,000,000. 

The ordinary policies paid as death 
benefits in these years totaled 3,192,000 
for $8,515,000,000. 


U. S High Court Denies Writ 
in Settlement Pact Case 
WASHINGTON—The United States 


Supreme Court has denied the petition 
for a writ of certiorari in the case of 
Mutual Benefit Life v. Ellis et al. Thus 
the opinion of the second circuit court 
of appeals stands affirmed. This deci- 
sion dealt with the right of a beneficiary 
to elect a settlement agreement and 
make provisions for payment to others 
on her death and at the same time 
reserve to herself the right to withdraw 


from the account and to receive the in- 


terest. 

This case is regarded as one of the 
most important in recent years dealing 
with beneficiaries’ rights. If the second- 
ary beneficiary provisions under the set- 
tlement agreement had been disturbed 
in favor of the beneficiary’s estate, which 
brought the action, the decision would 
have also upset the beneficiary provi- 
sions under defense savings bonds, as 
these also are based on a contract for 
the benefit of a third person. 


interest rate in calculating premiums 
and reserves will be treated by J. R. 
Leal, vice-president Interstate Life & 
Accident, 

Part of the closing session will be ex- 
ecutive, and a subject will be agency 
turn-over, This will be discussed by 
Curtis P. Kendall, vice-president Wash- 
ington National. The election will follow 
the executive session. 

Many members will arrive the morn- 
ing of May 6, so Secretary Daniel has 
arranged for registration to begin at 10 
a.m, that day. The annual executive 
committee meeting will be held that 
evening. 


New Policy on Welfare Clients 

MILWAUKEE—The Milwaukee 
county board of public welfare has 
adopted a new policy regarding assign- 
ment of life insurance policies for old age 
assistance. When a person receiving 
welfare benefits from the county dies, 
$200 will be used for the burial expense 
and the county will get a preferred claim 
on the remainder of the policy proceeds. 
After the county’s share is deducted, the 
residue will go to the estate. 

During 1941, life companies pur- 
chased more than $800,000,000 of bonds 
of factories and industrial plants of 
America, 35 percent more than in 1940 
and twice the 1939 total. 
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L. K Cee Advocates 
Better Deduction Factor 








(CONTINUED FROM PAGE 1) 


to deduct the full amount of the inter- 
est which must be added to the reserve 
funds. The matter could be very read- 
ily handled, he said, by inserting a pro- 
viso after such language as may be used 
to define the Treasury’s formula, the 
proviso reading somewhat as follows: 

“Provided, That the amount of such de- 
duction shall in no case be less than 
the amount of interest actually required 
to maintain the company’s legal re- 
serves.” 

Illustrating the difference that this 
proposed proviso would make, Mr. Crip- 
pen said that on the basis of the Acacia’s 
net taxable income for 1941 and using 
the new rates of taxation for corpora- 
tions as proposed by the Treasury, the 
tax under the Treasury’s proposed for- 
mula without the proviso would amount 
approximately to $382,000, an increase of 
about 488 percent over the tax for 1941 
under the present law. With the sug- 
gested proviso the amount would be ap- 
proximately $312,000, a 380 percent in- 
crease over the 1941 tax. Thus, the 
Treasury’s present proposal would re- 
sult in a tax about 22 percent greater, in 
this case, than if the suggested proviso 
were adopted. 


Suggests Other Changes 


This proviso is not the only modifica- 
tion which should be made in the for- 
mula if it is to be reasonably equitable 
as between companies, Mr. Crippen said. 
He suggested that if the proposed for- 
mula is adopted in principle, careful con- 
sideration should be given by the com- 
mittee to a modification whereby there 
would be an adjustment in the amount 
of reserve interest deduction allowed as 
between companies on the net level re- 
serve basis and the preliminary term re- 
serve basis, and perhaps other modifica- 
tions in the Treasury’s formula might 
be found necessary to achieve reason- 
able equity. Perhaps an entirely differ- 
ent type of formula would produce bet- 
ter results than the Treasury's proposal, 
he remarked. 

Mr. Crippen said that Acacia and 
other companies expect to pay income 
taxes on a basis that is fair to the life 
insurance industry, considering the so- 
cial implications of the business. While 
having no fixed ideas as to what tax for- 
mula should be adopted he said that 
“we are vitally interested however in 
a formula being adopted which will dis- 
tribute the income tax payable by the 
life insurance industry equitably among 
the different life insurance companies.” 

Earlier in his statement Mr. Crippen 
said that though only a medium-sized 
lite company, Acacia has during recent 
years been one of the heaviest income 
tax payers among all the companies. 
During the last three years the company 
has paid on the average more than 15 
percent of the total amount of income 
tax paid by all companies though Acacia 
has only .36 of 1 percent of the total 
lite insurance in force for the entire life 
insurance business. He said that another 
life company, almost the same size as 
the Acacia, has paid even larger amounts 
of taxes and that taken together the 
two companies have paid more than 30 
percent of the total income tax paid by 
the life insurance industry. While he 
did not name the company, he was ob- 


_ sly referring to Jefferson Standard 
, 





No War Clause on Reinstatements 
OKLAHOMA CITY—The |§ attach- 


ment of war or other clauses more re- 
strictive- than those in the original pol- 
icy is forbidden under the Oklahoma 
law in the reinstatement of life policies 
Within three years after they have been 
lapsed because of default in premium 
payments, Commissioner Read has _in- 
formed life companies. Lapsed policies 
can he reinstated in their original form 
Within three years upon evidence of in- 
surability and the payment of back pre- 
miums and interest. 


Starts Movement for 
Refund from “Barron's” 


Robert Sanders, manager at San 
Diego for Business Men’s Assurance, 
writes as follows: 

“Your comments on Mr. Levmore’s 
articles in ‘Barron’s’ have been very in- 
‘teresting. 

“T also was one of those who did not 
know any better than to fall for ‘Bar- 
ron’s’ advertising, and sent them $2 for 
a subscription. The $2 meant nothing, 
but I thought I would get something 
in return because of Barron’s represen- 
tation, and we now find that the main 
thing Mr. Levmore is doing is to knock 
all forms of insurance excepting pure 
term. 

“He refers too often to certain poli- 
cies being good contracts for certain 
situations, but does not tell us how to 
detect these certain situations. It looks 
to me as if he took Barron's for a 
sucker and Barron’s took us. 

“How about all of us requesting a re- 


S85 


fund from Barron’s? 





Pilot's Industrial Agents 
in N. C., Va. on Strike 


GREENSBORO, N. C—A _ number 
of agents of the industrial division of the 
Pilot Life have gone on a strike in cities 
in North Carolina and Virginia. 

North Carolina cities where agents are 
reported to be out include: Greensboro, 
Burlington, Winston-Salem, Leaksville, 
Reidsville, Asheboro, Thomasville, and 
Lexington. Virginia cities affected are 
Danville and Martinsville. 

George L. Russ, of Washington, 
D. C., president of the Industrial Ordi- 
nary Life Insurance Agents Council, of 
which some of the Pilot’s industrial 
agents are members, said 58 of the 62 
men of the company are on strike. 

Several conferences have been held 
between representatives of the union 
and the company but no agreement has 
been reached. 

Among concessions sought by the 
striking agents are a guarantee of a 
minimum weekly salary of $25, as 
against about $20; 20 percent on collec- 
tion of debits on all business over $100, 
as compared with 15 percent; vacations 
with pay after a year’s service; elimina- 
tion of individual quotas and office sales 
contests and more compensation on in- 
creases in industrial insurance. 





Keystoners Suggest Survey 
in Discussion on Markets 


A pool of information on_ today’s 
market for life insurance, to be built up 
by companies represented in the Key- 
stone Group of the Life Advertisers 
Association was suggested at the April 
meeting of the group in Philadelphia. 

The recent Eastern Round Table meet- 
ing in New York was reviewed, and 
especially the question of the market 
under present war conditions. Special 
commendation was given to the talk of 
\. E. N. Gray, Prudential on how the 
advertising department can help the 
agent. 

Seven companies are represented in 
the Keystone membership. William 
Probst, Penn Mutual, proposed a seven- 
company survey to see what could be 
learned about today’s most fertile mar- 
kets for life insurance sales. 





N. W. Mutual’s March Leaders 


R. Eckert, Detroit, led the 85 gen- 
eral agencies of Northwestern Mutual 
Life in March in volume of production. 

A. Carroll, Oshkosh, Wis., was first 
in number of lives. G. R. Wettengel, 
Appleton, Wis., led all district agents 
in both number of lives and volume. 

E Earley of the Johannsen 


agency, 3rooklyn, was the leading pro- 


ducer with more than $600,000 paid-for 
business. 
of lives was J. C. 


Reinhardt agency, 


Individual leader in number 
Lilienthal of the 
Spokane, Wash. 
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Advances Made 
in Photographing 
of Records 


The Milwaukee “Sentinel” the other 
day carried an interesting, well illus- 
trated article captioned ‘“Fassell and 
Magic Mirrors Whittle Huge Insur- 
ance File.” 

Fassell of the headline is E. Fassell, 
assistant actuary of Le Tale ee 
Mutual and the “Magic Mirrors” are an 
invention of his that permits both sides 


of a record card to be photographed 
in one operation. The article tells of 
the system now in operation in North- 


western Mutual for using photography 
in maintaining a control on the day to 
day use of bce register card file and to 
substitute notion picture film records 
for eiuabeena file documents which then 
can be destroyed. 

One of the pictures that went with 
the article was of a truckload of nine 
tons of shredded records which had been 
accumulated over 85 years and along- 
side of that a little pile of movie films 
that contain all the destroyed records. 
Mr. Fassell and S. L. Jackman appear 
in the picture, Mr. Jackman being in 
charge of the destruction of the old 
records. 

When the transfer of the permanent 
file record is completed, the file formerly 
housed by a room 50 feet wide and 100 
feet long will be contained in a cabinet 
5 feet high and 18 inches wide. This 
will be the subject matter on 3,000,000 
cards for some 6,000,000 pictures. 

In working out the system the big- 
gest. problem was to photograph both 
sides of the card in one operation and 
this was necessary because North- 
western Mutual’s records are front and 
back. Mr. Fassell, working in the base- 
ment of his home, solved the problem, 
which according to the article, the 
camera people claimed was_ insoluble. 
Mr. Fassell arranged to have the cards 
passed between a pair of mirrors at 45 
degree angles above and below the flat 
surface of the cards. The images pro- 
jected from either side of the cards in 
the mirrors were then photographed as 
the cards moved past. Between the pic- 
tures of front and back the machine in- 
cludes a photographic record on the film 
of the date and the exact hour and min- 
ute. 


Industrial Insurers 
Announce Program 


(CONTINUED FROM PAGE 1) 


opening session and the dinner, and EI- 
lis Arnall, attorney-general of Georgia, 
on “Industrial Insurance and the Re- 
public” at the opening session. 
Woodson Gives Look Ahead 

“Life — Looks Ahead” will be 
discussed by N. Woodson, assistant 


manager soles (Beeb thee Bureau the first 
morning. President Dobbs will report 
on the administration and Secretary 
Daniel on the state of the conference. 
Committee reports will follow. 
Speakers and subjects for the Legal 
Section meeting are: “Looking Through 
My Spectacles,” P. M. Estes, vice-presi- 
dent and counsel Life & Casualty; “In- 
terpretation of the War Clause—What 
Is an Act of War,” J. Lon Duc kworth, 
counsel Industrial Life & Health: “So- 
cial Security Laws, and to What Extent 


Industrial Insurance May Be Affected 
Thereby,” J. F. Finley, counsel Inter- 
state Life & Accident: ” general discus- 
sion led by Douglas Henry, associate 
general counsel National Life & Acci- 
dent. 


Craig on Public Relations 


A feature of the final session May 8 


will be an address on “Preserving Pub- 
lic Morale,” by C. A. Craig, board 
chairman National Life & Accident of 


Nashville. 


The necessity for assuming a lower 
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one Bonstite Paid 
in Life Insurance 


Total of $11,385,000,000 
Exclusive of Accidents 
Received Since 1929 


Beneficiaries of more than 13,000,000 
life insurance policies have received a 
total of $11,385,000,000, exclusive of ac- 
cidental death benefits in the 12 years 
since 1929, according to the Institute of 
Life Insurance. This is equivalent to 
one-ninth of total life insurance policies 
in force in 1929. 

Families of workers in factory, field 
and offices were the greatest recipients 
of these benefit payments. More than 
70 percent of. the policy claims paid, or 
9,553,000 were under industrial insurance 
policies and, in spite of the small aver- 
age size of these policies, $197, they ac- 
counted for $1,885,000,000 of the total. 


Group Payments Made 


In addition, approximately 656,000 
group, insurance certificates were paid as 
death claims for a total of $985,000,000. 

The ordinary policies paid as death 
benefits in these years totaled 3,192,000 
for $8,515,000,000. 


U. S High Court Denies Writ 
in Settlement Pact Case 
WASHINGTON—The United States 


Supreme Court has denied the petition 
for a writ of certiorari in the case of 
Mutual Benefit Life v. Ellis et al. Thus 
the opinion of the second circuit court 
of appeals stands affirmed. This deci- 
sion dealt with the right of a beneficiary 
to elect a settlement agreement and 
make provisions for payment to others 
on her death and at the same time 
reserve to herself the right to withdraw 
from the account and to receive the in- 
terest. 

This case is regarded as one of the 
most important in recent years dealing 
with beneficiaries’ rights. If the second- 
ary beneficiary provisions under the set- 
tlement agreement had been disturbed 
in favor of the beneficiary’s estate, which 
brought the action, the decision would 
have also upset the beneficiary provi- 
sions under defense savings bonds, as 
these also are based on a contract for 
the benefit of a third person. 


premiums 
by? UR 
Life & 


calculating 
be treated 
Interstate 


interest rate in 
and reserves will 
Leal, vice-president 
Accident, 

Part of the closing session will be ex- 
ecutive, and a subject will be agency 
turn-over, This will be discussed by 
Curtis P. Kendall, vice-president Wash- 
ington National. The election will follow 
the executive session. 

Many members will arrive the morn- 
ing of May 6, so Secretary Daniel has 
arranged for registration to begin at 10 
a.m, that day. The annual executive 
committee meeting will be held that 
evening. 


New Policy on Welfare Clients 

MILWAUKEE e 
county board of public welfare has 
adopted a new policy regarding assign- 
ment of life insurance policies for old age 
assistance. When a person receiving 
welfare benefits from the county dies, 
$200 will be used for the burial expense 
and the county will get a preferred claim 
on the remainder of the policy proceeds. 
After the county’s share is deducted, the 
residue will go to the estate. 








During 1941, life companies pur- 
chased more than $800,000,000 of bonds 
of factories and industrial plants of 
America, 35 percent more than in 1940 
and twice the 1939 total. 
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L. K : en Advocates 
Better Deduction Factor 





(CONTINUED FROM PAGE 1) 


to deduct the full amount of the inter- 
est which must be added to the reserve 
funds. The matter could be very read- 
ily handled, he said, by inserting a pro- 
yiso after such language as may be used 
to define the Treasury’s formula, the 
proviso reading somewhat as follows: 
“Provided, That the amount of such de- 
duction shall in no case be less than 
the amount of interest actually required 
to maintain the company’s legal re- 
serves. 

Illustrating the difference that this 
proposed proviso would make, Mr. Crip- 
pen said that on the basis of the Acacia’s 
net taxable income for 1941 and using 
the new rates of taxation for corpora- 
tions as proposed by the Treasury, the 
tax under the Treasury’s proposed for- 
mula without the proviso would amount 
approximately to $382,000, an increase of 
about 488 percent over the tax for 1941 
under the present law. With the sug- 
gested proviso the amount would be ap- 
proximately $312,000, a 380 percent in- 
crease over the 1941 tax. Thus, the 
Treasury’s present proposal would re- 
sult in a tax about 22 percent greater, in 
this case, than if the suggested proviso 
were adopted. 


Suggests Other Changes 


This proviso is not the only modifica- 
tion which should be made in the for- 
mula if it is to be reasonably equitable 
as between companies, Mr, Crippen said. 
He suggested that if the proposed for- 
mula is adopted in principle, careful con- 
sideration should be given by the com- 
mittee to a modification whereby there 
would be an adjustment in the amount 
of reserve interest deduction allowed as 
between companies on the net level re- 
serve basis and the preliminary term re- 
serve basis, and perhaps other modifica- 
tions in the Treasury’s formula might 
be found necessary to achieve reason- 
able equity. Perhaps an entirely differ- 
ent type of formula would produce bet- 
ter results than the Treasury’s proposal, 
he remarked. 

Mr. Crippen said that Acacia and 
other companies expect to pay income 
taxes on a basis that is fair to the life 
insurance industry, considering the so- 
cial implications of the business. While 
having no fixed ideas as to what tax for- 
mula should be adopted he said that 
“we are vitally interested however in 
a formula being adopted which will dis- 
tribute the income tax payable by the 
life insurance industry equitably among 
different life insurance companies.” 

Earlier in his statement Mr. Crippen 
said that though only a medium-sized 
life company, Acacia has during recent 
vears been one of the heaviest income 
tax payers among all the companies. 
During the last three years the company 
has paid on the average more than 15 
percent of the total amount of income 
tax paid by all companies though Acacia 
has only .36 of 1 percent of the total 
life insurance in force for the entire life 
insurance business. He said that another 
life company, almost the same size as 
the Acacia, has paid even larger amounts 
of taxes and that taken together the 
two companies have paid more than 30 
percent of the total income tax paid by 
the life insurance industry. While he 
did not name the company, he was ob- 
— referring to Jefferson Standard 
ite, 





No War Clause on Reinstatements 
OKLAHOMA CITY—The §attach- 


ment of war or other clauses more re- 
strictive than those in the original pol- 
icy is forbidden under the Oklahoma 
law in the reinstatement of life policies 
Within three years after they have been 
lapsed because of default in premium 
payments, Commissioner Read has _ in- 
formed life companies. Lapsed policies 
can be reinstated in their original form 
Within three years upon evidence of in- 
sur nina and the payment of back pre- 
miums and interest. 


Starts Seni for 
Refund from “Barron's” 


Robert Sanders, manager at San 
Diego for Business Men’s Assurance, 
writes as follows: 

“Your comments on Mr. Levmore’s 
articles in ‘Barron’s’ have been very in- 


‘teresting. 


“T also was one of those who did not 
know any better than to fall for ‘Bar- 
ron’s’ advertising, and sent them $2 for 
a subscription. The $2 meant nothing, 
but I thought I would get something 
in return because of Barron’s represen- 
tation, and we now find that the main 
thing Mr. Levmore is doing is to knock 
all forms of insurance excepting pure 
term. 

“He refers too often to certain poli- 
cies being good contracts for certain 
situations, but does not tell us how to 
detect these certain situations. It looks 
to me as if he took Barron's for a 
sucker and Barron’s took us. 

“How about all of us requesting a re- 
fund from Barron’s?” 





Pilot's Industrial Agents 
in N. C., Va. on Strike 


GREENSBORO, N. C—A_ number 
of agents of the industrial division of the 
Pilot Life have gone on a strike in cities 
in North Carolina and Virginia. 

North Carolina cities where agents are 
reported to be out include: Greensboro, 
Burlington, Winston-Salem, Leaksville, 
Reidsville, Asheboro, Thomasville, and 
Lexington. Virginia cities affected are 
Danville and Martinsville. 

George L. Russ, of Washington, 
D. C., president of the Industrial Ordi- 
nary Life Insurance Agents Council, of 
which some of the Pilot's industrial 
agents are members, said 58 of the 62 
men of the company are on strike. 

Several conferences have been held 
between representatives of the union 
and the company but no agreement has 
been reached. 

Among concessions sought by the 
striking agents are a guarantee of a 
minimum weekly salary of $25, as 
against about $20; 20 percent on catia 
tion of debits on all business over $100, 
as compared with 15 percent; vacations 
with pay after a year’s service; elimina- 
tion of individual quotas and office sales 
contests and more compensation on in- 
creases in industrial insurance. 





Keystoners Suggest Survey 
in Discussion on Markets 


A pool of information on _ today’s 
market for life insurance, to be built up 
by companies represented in the Key- 
stone Group of the Life Advertisers 
Association was suggested at the April 
meeting of the group in Philadelphia. 

The recent Eastern Round Table meet- 
ing in New York was reviewed, and 
especially the question of the market 
under present war conditions. Special 
commendation was given to the talk of 
A. E. N. Gray, Prudential on how the 
advertising department can help the 
agent. 

Seven companies are represented in 
the Keystone membership. William 
Probst, Penn Mutual, proposed a seven- 
company survey to see what could be 
learned about today’s most fertile mar- 
kets for life insurance sales. 





N. W. Mutual’s March Leaders 


C. R. Eckert, Detroit, led the 85 gen- 
eral agencies of Northwestern Mutual 
Life in March in volume of production. 

A. Carroll, Oshkosh, Wis., was first 
in number of lives. G. R. Wettengel, 
Appleton, Wis., led all district agents 
in both number of lives and volume. 

Earley of the Johannsen 
agency, Brooklyn, was the leading pro- 
ducer with more than $600,000 paid-for 
business. Individual leader in number 
of lives was J. C. Lilienthal of the 


Reinhardt agency, Spokane, Wash. 
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Education of Agents an Economy 


Acency officers of life companies are 
the for education of 
Recruiting has become difficult. 
Agents with low production are being 
into industries. The com- 
almost universally are turning 
to education of their remaining men, 
for two purposes. First, to 
production, and second, to 


feeling pressure 


agents. 
taken war 
panies 


increase 
hold the 
men. 

The education of agents in life insur- 
ance is not an easy job. Adults are apt 
to look upon their school days as hap- 
pily in the past. Many agents chose 
life insurance work because of the free- 
dom it gave them. It is not easy to 
induce in them the habits of study. 

What can the companies do about it? 
Some of them are turning to the Dia- 
mond Life Bulletins, published by the 
National Underwriter Company. For 
25 years the editor, Abner Thorp, Jr., 
has been studying selling methods used 
by successful agents everywhere in the 
country. The “D.L.B.” is an encyclo- 
pedia of tested selling methods on all 
forms of policies. Practically all lead- 
ing offices now regard it as essential 
to have the “D.L.B.” available to 
agents. Many agents recognize “insur- 
ance situations” without feeling sure of 
the solution. The thoroughly indexed 
Diamond Life Bulletins offers proved 
ideas On most insurance situations that 
can arise. 

Some years ago a smaller service was 
started for individuals who wished to 


ground themselves in life insurance 
fundamentals. This is the “D.L.B. 
Agents Service.” It is designed for 


men who are capable of increased pro- 
duction. A sound grounding in funda- 
mentals in itself gives confidence, which 
is a strong step toward increased pro- 
duction. But adequate life insurance 
knowledge directly helps sales. A well 
informed agent can give a sound an- 
swer to questions in the _ prospect’s 
mind, and close the sale. If he merely 
knows that life insurance is a good 
thing, he may leave without the appli- 


cation, because he has not the knowl- 
edge needed. 

Increasing production and_ holding 
men are of course closely related. 
Turnover of unproductive men is the 
greatest expense in the agency field. 
That is why many companies are com- 
ing to look on education as an econ- 
omy. Education is cheaper than the 
turnover and of course it results in pro- 
duction instead of non-production. The 
D.L.B. Agents Service provides all that 
the ordinary producer, or a little better 
than ordinary producer, will need in 
most of his cases. 

Recently a “Training Manual’ was 
introduced which converts the Agents 
Service into a two year course. It has 
been found by many companies that 
education spread over a long period is 
more effective than “cramming.” Al- 
though agents may have the back ma- 
terial on the Agents Service, something 
is needed to get them to read it. That 
is accomplished by the Training Man- 
ual. Nearly all companies have a quick 
course to give agents some idea of life 
insurance, but there is a real need for 
a service like this that will give a pro- 
ducer a sound knowledge of life insur- 
ance, what it will do for the insured 
and how it is sold by successful writers. 

A short course, called “Essentials of 
Life Underwriting,” is also produced by 
the Diamond Life Bulletins. It gives a 
thoroughly adequate introduction to 
what agents need to know if they are 
to be successful. It has met with an 
excellent reception, and is enthusiastic- 
ally praised by companies that have 
taken the trouble to see that agents 
study the course. 

Education of agents is going to be- 
come more and more of a factor in pro- 
duction. Some companies are casting 
about with the idea of writing their 
own courses, so as to have them in- 
dividualized, but without realizing it re- 
quires an able man and a long time to 
produce material equal to what already 
is available. 


Misleading Advertising Programs 


THE Illinois insurance department is 
endeavoring to bring to earth certain 
classes of insurance institutions usually 
of the assessment type that are using the 
radio and mails to get business and mak- 
ing preposterous and exaggerated state- 
ments as to coverage and what can be 
gotten for a small amount of money. 

Insurance is based on very carefully 


compiled statistics as to averages and 
experience. There is no class of insur- 
ance but what knows the cost price. 
There is no magic, path to success for 
those who try to run their business be- 
low cost price. There are 100 cents in 
every dollar and no more can _ be 
squeezed out. As a matter of fact, most 
of these concerns shave at the claim end 


in order to make the books balance. 

It can be said that there are very rep- 
utable companies using the radio and di- 
rect mail avenue for development of 
business but they stick to facts. The Il- 
linois department has only in mind those 
that are misrepresenting their goods and 
promising results that cannot be ful- 
filled. Some of these outfits are not li- 
censed in Illinois. The bane of exist- 
ence of most insurance commissioners is 
the submarine tactics of unlicensed 
companies because a commissioner has 
no jurisdiction over them unless they are 
regularly licensed in his state. Unfor- 
tunately the laws in most states as re- 


many implications in radio advertising 
for snide concerns. 

For instance, in some of these broad- 
casts the impression is left that the state 
insurance department has given its 
proval” to the radio program and the 
concerns doing the advertising. 

The Illinois department has not “ap- 
proved” in its accepted sense the broad- 
casting that is done. The department 
may have certified to the fact that the 
investments meet the minimum require- 
ments of the law or that the policy forms 
were submitted and permitted to be 
used. The radio advertising people 
therefore take that much which is true 


“ap- 











gards purely assessment companies and distort it so that hearers believe that 
and burial associations are entirely too they are listening to something about an 
crude and not sufficiently exacting. insurance company that has the full 
Crafty and sly announcers can bring out backing of the insurance department. 
William Sieger, vice-president and president MHartford-Connecticut ‘Trust 


superintendent of agencies of Bankers 
National Life, Montclair, N. J., is rid- 
ing to and from the office on a bicycle. 
He is believed to be the first life in- 
surance executive in New Jersey to 
adopt such a plan. 

George L. Schomburg, assistant man- 
ager of the Chicago ordinary agency 
of Prudential, as- 
sociated with Man- 
ager W. S. Fuller, 
is observing his 
19th anniversary 
with the company 
and his 10th year 
as assistant man- 
ager. After ex- 
perience as a trav- 
eling representative 
of Morris & Co., 
he joined Pruden- 
tial in 1923 and be- 
came its leading 
producer. He was 
advanced to assist- 
ant manager in 1932. His son Eugene 
J., a Prudential special agent, enlisted 
last November as an aviation cadet. 


Col. C. B. Robbins, general manager 
of the American Life Convention, is 
vacationing for two or three weeks at 
Hot Springs, Ark. 


Peter H. Roos, for many years lead- 
ing producer of Dominion Life of 
Waterloo, is celebrating 50 years of 
service. At one time he was secretary- 
treasurer, going back into the field in 
1918. 


C. F. O’Donnell, president of South- 
western Life, has been appointed by 
Governor Stevenson as chairman of 
Texas region 5 of the United Service 
Organizations. 

E. H. Mulock, president of Central 
Life of Iowa, has been elected a director 
of the Iowa Power & Light Company. 

A. E. Braun, president of Reliance 
Life, has been made Pennsylvania chair- 
man of the United Service Organization 
campaign. 

P. M. Fraser, executive vice-president 
of Connecticut Mutual Life, is on a trip 
through the south inspecting invest- 
ments. Three directors, J. B. Byrne, 





G. L. Schomburg 





Co.; J. W. Knox, president of the First 
National Bank of Hartford, and P. B. 
Stanley, vice-president Stanley Securi- 
ties Co., are with him. 

Confederation Life has been advised 
through the Swiss consul general at 
Shanghai that P. R. M. Wallis, manager 
of its China-Malaya division, is safe and 
well. 

V. H. Jenkins, vice-president of Occi- 
dental Life of California, is on an ex- 
tended agency tour through the south 
and middle west. 

D. C. MacEwen, vice-president of Pa- 
cific Mutual Life, has been chosen head 
of the business division of the Los An- 
geles Red Cross in the campaign for ad- 
ditional subscriptions. 

Lieut. Robert G. Jamison, whose 
father, Jay N. Jamison, is executive vice- 
president of Reliance Life, and Helen 
Barbara McCartney were married re- 
cently in Macon, Ga. Jay N. Jamison 
was best man at the wedding and then 
continued on for a vacation trip in Flor- 
ida. Lieutenant Jamison is stationed at 
Camp Wheeler, Ga. 

Miss Dolly C. Morrow, daughter of 
W. L. Morrow, San Antonio, Tex., gen- 
eral agent of Life of Virginia, and Lieut. 
W. W. Altgelt, Jr, son of W. W. 
Altgelt, Sanger & Altgelt agency, past 
president of the San Antonio Insurance 
Exchange, were married. 


DEATHS 


Guy H. McMichael, Sr., 59, secretary 
Conservative Life, South Bend, died 
there. He was a member of the board 
of directors of the company since 1921, 
and member of the finance board for 
many years. 

Mr. McMichael was a _ banker for 
many years, going with the Citizens 
Trust & Savings Co. in 1902, and be- 
coming president of it and Citizens Na- 
tional Bank, with which Citizens Trust 
was affiliated. 

The body of Bernard Simon, 64, field 
superintendent of Kentucky Central Life 
& Accident, who occupied a 12th floor 
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STAMAYS 











“I’m ready to retire and I’ve heard that you have Retirement Insurance!” 








room at the Jefferson Hospital, Phila- 
delphia, was found in a courtyard be- 
neath his window. He had suffered from 
a heart ailment. He was with the com- 
pany 25 years. 

Henry Loeb, vice-president of Massa- 
chusetts Mutual Life, died after an ill- 
ness of several months. He was 70 years 
of age. He joined Massachusetts 
Mutual in 1895 as a stenographer. In 
1902 he became chief clerk in the policy 
department and was elected assistant 
secretary in 1909 and second vice-presi- 
dent and a director in 1914. He be- 
came a vice-president in 1928 and was 
in charge of underwriting and disability. 

E. L. Marty, 73, departmental man- 
ager of Bankers Life of Nebraska for 15 
years before retirement in 1934 because 
of ill health, died in Lincoln. His wife, 
Josephine S. Marty, is a leading pro- 
ducer for the company. 

Robert Fetteroll, 63, supervisor of ac- 
counts in the main office of Metropoli- 
tan Life, died in Richmond Memorial 
Hospital on Staten Island. He had 
been with Metropolitan Life 40 years. 

J. G. LaMond, 60, who for the past 
17 years had traveled for the “Insurance 
Field” as special sales representative, 
died at his home in Louisville. A native 
of Morganfield, Ky., he joined “The 
Field” in 1925 under Business Manager 
Champion I, Hitchcock. Prior to that he 





GEORGIA GENERAL 
AGENCY 


Man of character, ability and as- 
piration wants general agency or 
managership in Atlanta. C. L. U., 
forceful personality, successful rec- 
ord with large company in selling, 
recruiting and teaching C. L. U. 
Only a worthwhile, valuable oppor- 
tunity considered. Address P-61, 
The National Underwriter, 175 W. 
Jackson Blvd., Chicago, IIL 

















H & A EXECUTIVE 


Desires change. Twelve years extensive claims 
experience; home office and field. Law Degree. 
Take charge of department if desired. Age 36, 
married, two children, draft exempt. References. 
Address P-57, The National Underwriter, 175 W. 
Jackson Blvd., Chicago, IIl. 








was with the Remington Typewriter 
Co. in Louisville. In recent years he 
had serviced the “Field’s” directory 
accounts in Kentucky, Tennessee, Texas, 
Virginia, North Carolina, South Caro- 
lina, New Jersey and New York. 

Jacob G. Purky, 60, head of the serv- 
ice department of Standard Life of In- 
dianapolis, died there after a brief ill- 
ness. He had been with the company 
six years and before that was with 
Aetna Life and Travelers. He had re- 
sided in Indianapolis 25 years. 








Mass. Mutual Names 
J. W. Boynton in Baltimore 


Massachusetts Mutual has appointed 
J. W. Boynton general agent in Balti- 
more. 

The agency becomes the Boynton- 
Darby agency, with Mr. Boynton hav- 
ing the designation of general agent. 
R. U. Darby, who has been Baltimore 
general agent for 25 years, long has 
been a large personal producer and is 
a life member of the Million Dollar 
Round Table, wished to be relieved of 
the agency management duties and to 
be able to devote more time to his large 
personal business. 

Mr. Boynton has been an agent with 
General Agent Darby for a number of 
years and is a seasoned life salesman. 


Lamar Promoted by Lamar Life 


Kavanaugh H. Lamar has been named 
a district manager of Lamar Life in Mis- 
sissippi, Mr. Lamar joined the company 
almost ten years ago. After deciding to 
enter the life insurance business, one of 
the reasons for selecting Lamar Life 
was the similarity in names. 


Fischer Fights Tax Ruling 


DES MOINES—Commissioner C. R. 
Fischer has indicated he will ask the 
attorney-general’s office to ask a re- 
hearing of the Iowa supreme court de- 
cision that life insurance dividends used 
to purchase additional insurance are not 
subject to the 2% percent premium tax. 

The decision cost the state $65,000 
that Prudential, which started the suit 
as a test case, and a dozen other life 
companies had paid under protest for 
1939 and 1940. 
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United Services 
Ceases to Write 
New Business 


United Services Life of Washington, 
D. C., has decided to discontinue issuing 
further insurance at this time in view 
of the large volume of business that it 
has on its books, the uncertain war mor- 
tality and the cost of acquiring addi- 


tional business. Most of the assured 
are officers of the uniformed service. 
This step was decided upon after an 


analysis had been made by a firm of 
actuaries. 

Merritt B. Curtis, who was elected 
president succeeding S. H. Emerson, 
has sent a communication to stockhold- 
ers about the situation in the company. 
Proxies for the stockholders’ meeting 
had been secured by a proxy committee 
composed of four members of the board 
and proxies had also been procured by 
Ismerson who was able to obtain a suffh- 
cient number to effect his election as a 
director by use of the accumulative vot- 
ing system permitted under the by-laws, 
according to Mr. Curtis. 

At a meeting of the board held im- 
mediately after adjournment of the 
stockholders’ meeting Mr. Curtis was 


elected president and O. R. Leverett, 
secretary and treasurer. 
Mr. Curtis expresses the fear that 


United Services will be confronted with 
a high mortality in the war. However, 
the company has a high annual premium 
income and this will be used to set up 
strong reserves and the operating ex- 
pense will be held to a minimum. 

Payment of dividends on the founder’s 
policy has been deferred for the dura- 
tion of the war and the company does 
not intend to pay any dividends to 
stockholders during the war. Five of 
the directors are officers of the regular 
uniform services and they together with 
the executive staff are exerting every 
effort to strengthen and conserve the 
company. 

The directors, Mr. Curtis said, have 
“formally repudiated and rescinded the 
exclusive sales contract that was nego- 
tiated by the former president (Emer- 
son) between this company and_ the 
United Services Sales Department, Inc., 
of which he is the president and prin- 
cipal shareholder. This action will elim- 
inate agency cost, since no further ex- 
penses will be incurred for the operation 
and activities of the sales corporation.” 

The company is moving to 1419 I 
street, N. W., Washington, D. C. As 
of Dec. 31, the assets were $676,991, 
legal reserve $377,149, capital $100,000 
and net surplus $71,870. 


Smith Assistant Manager of 
Sales Planning Division 


Frank S. Smith, Pittsburgh, has been 
appointed by Home Life of New York 
as Aan 
sistant 
mana- 
ger of the 
home of- 
fice sales 
> 1.2 2 = 
ning divi- 
sion. This 
is aon 
agency 
depart- 
ment  ac- 
tiAvate 
which pro- 
vides faci- 
lities tor F. 
agents 
from all parts of the country who are 
sent to New York for training if they 


as- 





S. Smith 


are qualified for managerial develop- 
ment. 

Mr. Smith becomes associated with 
John H. Evans, manager, and Walter 


F. Merritt, Jr., assistant manager, and 


will specialize in developing recruiting 
plans. 

He has been connected with the Pitts- 
burgh office of Home Life since Octo- 
ber, 1940, and previously was a_ unit 
manager of the Edward A. Woods Com- 
pany, Equitable Society general agents, 
Pittsburgh. Mr. Smith joined the 
organization shortly after leaving Uni- 
versity of Pittsburgh in 1926. 


M. O. Doolittle Now Heads 
Empire State Mutual Life 


Morgan O. Doolittle, who has been 
vice-president of Empire State Mutual 
Life of Jamestown, N. Y., has now been 
elected president. E. L. Beach, for- 
merly president, becomes chairman, The 
new directors are W. A. Neill, Peter E. 
Tumblety and Frank A. Kister. 


Keller Named Agency Supervisor 

Ernest Keller has been appointed 
agency supervisor of Federal Life & Cas- 
ualty of Detroit. He has had a wide 
experience in various departments, join- 
ing the company 16 years ago as office 
boy and supply clerk. In 1928 he en- 
tered the claim department and demon- 
strated his ability as an adjuster. Later 
he shifted to the underwriting side and 
was appointed chief underwriter in 1937. 
Throughout his years with the company 
he has shown a keen interest in produc- 
tion. In his spare time he has developed 
an independent agency, so as to get a 
more complete and personal understand- 
ing of the work of the producer, and 
has written quite a substantial volume 
of accident and health and life insur- 
ance. 


Hyman Gulf Life’s Actuary 


John E. Hyman has been appointed 
actuary of the Gulf Life of Jacksonville. 
He started with the company in 1935 
and since then has supervised’ and had 
entire charge of the installation of the 
punch card system of accounting, com- 
putation of policy reserves, etc. 


Letts to Ordinary Department 


W. Jackson Letts, assistant super- 
visor in the group sales department at 
the home office of Prudential, has been 
transferred to the ordinary agencies de- 
partment in a similar capacity. 

He has been with the company since 
1929 when he was appointed home 
office group representative. He has 
served in managerial capacities, and 
was appointed assistant supervisor in 
the group department in 1940. In his 
new capacity, he will assist Vice-presi- 








dent Chace and his associates at the 

home office. 

Moorehead in “Ad” Department 
Frank G. Moorehead, veteran Des 


Moines newspaper and political writer, 
has been appointed an assistant in the 
advertising department of Bankers 
Life of Des Moines, during the absence 
of Robert A. Jarnagin, now in service. 

Mr. Jarnagin, a member of a_ well- 
known newspaper family, is an ensign 
in the navy, stationed at the navy base 


in San Francisco for training. 


Start Accident Avoidance Course 

MILWAUKEE—A wartime training 
course to avoid industrial accidents will 
be inaugurated by the safety committee 
of the Milwaukee Association of Com- 
merce for employes of industry in the 
Milwaukee area, to conserve man power 
for war production. Edmund Fitzger- 
ald, vice-president of Northwestern Mu- 
tual Life and chairman of the safety di- 
vision, announces the theme is: “Avoid 
accidents! They are more dangerous on 
the home front than saboteurs or hostile 
planes, because they impair skilled man 
power and destroy production of essen- 
tial war materials.” 











State Mutual business stays on the books. 
Last year, voluntary terminations ‘were but 
2.98% of the insurance in force at the begin- 
ning of the year . . . an impressive record 
and the highest persistency rate in State 
Mutual's history. 

It's quality business by a quality company. 


State Mutual Life Assurance Company 
of Worcester, Massachusetts 


Incorporated 1844 
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LIFE AGENCY CHANGES 





Austin Kelly 
Joins Fidelity 


[. Austin Kelly has joined with Her- 
bert B. Thomas to manage a New York 
City agency of Fidelity Mutual under 
the partnership name of Kelly & 
Thomas, inasmuch as M. Rodney 
Burr, for two years associated with Mr. 
Thomas as co-manager, has resigned tc 
enter the navy in which he had been a 
reserve officer since 1918. 

Mr. Kelly graduated in 1926 from 
Massachusetts Institute of Technology 
and then took a year each of post-grad- 
uate work at Harvard and at Oxford. 
He went into building construction, and 
for four years headed his own company 
which specialized in the building of fine 
homes. 

In 1933 he joined Phoenix Mutual, and 
was a successful producer from the out- 
set, standing fifth among all the com- 
pany agents in his first year. He 
ranked third in his second year; and in 
the next four led the field and became 
a member of the Million Dollar Round 
Table. Since then he has become a life 
member of this group, with a record of 
four years of million dollar production. 
In 1940 he became associated with 
Union Central, and in 1941 led that com- 
pany with a total paid production of 
$1,300,000. He leaves Union Central for 
his new position, 

The agency office will be at 55 Liberty 
street, but Mr. Kelly will also have an 
ottice in the People’s Bank building at 
White Plains. 

Mr. Thomas, except for war service, 
was with Travelers at the home office 
from 1913 to 1923 in various depart- 
ments. In 1923 he became an agent for 
Travelers, and a brokerage supervisor 
for Prudential a year later. He was 
later made associate manager of a New 
York agency. He joined Fidelity with 
Mr. Burr in 1940 following experience as 
a general agent for Continental Amer- 
ican, 


Great-West’s Canadian Shifts 


B. E. Bainard, manager of the Bran- 
don branch of Great-West Life in 





Cooper Takes Charge of 
Cincinnati Agency 





Clarence C. Cooper, Jr., who takes 
charge of the Cincinnati agency of Penn 
Mutual 
lite as 
ii ai a = 
ger, takes 
the place 
of Maj. J. 
Dou se = 
las Gran- 
nis, jr. 
Sener = 
al agent, 
has been 
called to 
active 
service 
in the 
af my 
During the 
first world 
war Major 
G ran = 
nis served in the British 
famous kiltie regiment. 

Mr. Cooper a graduate of Grinnell, 
has been in life insurance work for eight 
vears. His first sale was made on his 
first call to a movie star. Soon he was 
selling more than $250,000 in Des 
Moines for Penn Mutual. His work as 
salesman and supervisor caused the 
company to attach him to the home 
office staff as assistant to E. Paul Hut- 
tinger, vice-president, in the training de- 
partment. Mr. Cooper has been very 
active in the junior chamber of com- 
merce movement. 





Cc. C. Cooper, Jr. 
Black Watch, 


Manitoba, will become manager of an 
enlarged northern Ontario branch with 
headquarters at Sudbury. He succeeds 
A. J. Marling, who becomes manager 
of the new branch at Guelph, Ont. J. 
H. Donnelly has been promoted to 
manager at Brandon. 


Dixon with Occidental 
as Group General Agent 


Charles S. Dixon, Jr., has been ap- 
pointed group general agent by Occi- 
dental Life of California, with head- 
quarters in Chicago. 

A native of North Carolina, he en- 
tered insurance work as ‘field assistant 
of Travelers in Charlotte. Two years 
later he was transferred to the home 
office as group supervisor. In 1929, he 
was advanced to assistant superin- 
tendent of agencies, which position 
he retained until February, 1939, when 
he requested a transfer to the west 
coast and was made regional group su- 
pervisor with headquarters in San 
Francisco. He resigned from that post 
to join Occidental. 


American Mutual Appoints 
Three Men in Field 


American Mutual Life has appointed 
three new field men. F. A. Hexom has 
become general agent in Decorah, Ia. 
H. E. Moen, Odessa, Minn., was named 
general agent in western Minnesota. 
R. J. Klema now is associate general 
agent in northwestern Iowa with head- 
quarters in Estherville. 

Mr. Haxom formerly was connected 
with Equitable Society since 1932 at 
Decorah. Mr. Moen has been in the 
business 26 years representing Minne- 
sota Mutual, Travelers, Equitable and 
Midland National. He has held posi- 
tions ranging from agent to superin- 
tendent of agents. Mr. Klema has had 
13 years life selling experience and was 
connected with the National Fidelity 
in Sioux City, Ia., in 1916-18, and Mu- 
tual Life of New York in 1918-31. Since 
then he has been in other lines. 


Curtis Made Agency Assistant 


John F. Curtis has been appointed 
agency assistant by John W. Yates, 
California general agent of Massachu- 
setts Mutual, Los Angeles. 

After 10 years with a fraternal, Mr. 
Curtis joined Massachusetts Mutual in 
Los Angeles in 1939 and has been a 
member of the Quarter Million Club 


ever since. He has spoken in a num- 
ber of southern California cities with 
the caravan of the Los Angeles Under- 
writers Association, and at many other 
meetings. He was the first fraternal 
man to receive the C.L.U. designation. 


Gremel Saginaw Head 
of Manufacturers Life 


Manufacturers Life has appointed 
Arthur R. Gremel as acting branch man- 
ager at Saginaw, Mich., succeeding 
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HOME OFFICE « < 


13 


Gomer J. Reeves, who has returned to 
personal production. 

Mr. Gremel has achieved a good 
record both as a producer and agency 
assistant in the branch. Since signing 
his whole-time contract in May, 1937, 
his name has appeared each month on 
the honor roll and he has to his credit 


five consecutive qualifications in his 
company’s production clubs. He was 
appointed agency assistant in 1939. Mr. 


Gremel is a graduate of Fort Wayne 
College. 
The Saginaw branch has twice won 
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the Manufacturers Life ‘“President’s crime detection laboratory, who devised 
Trophy,” the highest agency award the the polygraph or “lie detector.” Rich- 
company bestows. ard Fox, chief underwriter Country 





Barnes with M. & M. in Seattle 


John R. Barnes, who for 12 years was 
connected with the Hawaiian ‘Trust 
Company of Honolulu in its life insur- 
ance department, has joined Marsh & 
McLennan in Seattle as manager of the 
life department. 


Stanley with Franklin Life 


Franklin Life has appointed E. A. 
Stanley of Little Rock as regional man- 
ager, to open Arkansas and build a pro- 
ducing agency force. He has been head 
of a successful general agency in Little 
Rock for many years, being with Re- 
serve Loan Life 1916-1940, and later 
with American Savings Life. 








Allen Named Supervisor 


The Bobst, Johnson & Wyatt agency 
of John Hancock Mutual in Boston has 
promoted John L. Allen to supervisor. 
He has been with the agency since 
1939. He is a graduate of Harvard. 





Baer Named Madison Manager 


Wisconsin National Life has  ap- 
pointed Joseph J. Baer branch man- 
ager in Madison, Wis., with offices in 
the Tenney building there. 





There were only two life policyholders 
in each three families in 1900 while to- 
day the average is nearly two policy- 
holders per family. The number of pol- 
icyholders in the United States has in- 
creased 560 percent since 1900, while the 
population increase in that period has 
been only 74 percent, showing the 
much greater spread of protection and 
security among American families to- 


CHICAGO 


DEPARTMENT’S BRANCH TO MOVE 


The Illinois department’s Chicago 
branch office soon will be moved to the 
24th floor of the Board of Trade build- 
ing there. Alterations are being made 
and the branch probably will be in its 
new, larger quarters about May 15. The 
branch has been in the Insurance Ex- 
change since 1935. 

Increased facilities for expansion of 
functions of the branch with better serv- 
ice to the public will be afforded. The 
small loans division, which also has su- 
pervision over the bail bond act, under 
W. H. Murphy, supervisor, will estab- 
lish a branch in the Chicago office, and 
Director Jones stated certain operations 
of other divisions pertaining to Chicago 
activity may be concentrated there. 








Director Jones plans to hold more 
hearings in Chicago. In the past, many 
have been held at Springfield. This 


change will be a greater convenience for 
the persons concerned and also wiil 
make important records available with- 
out delay. 

Negotiations for leasing of the new 
offices were handled by Arthur G. Smith, 
deputy in charge of the Chicago office. 


FEDERAL’S HANDSOME BOOKLET 





Federal Life has gotten out a very 
attractive annual statement publication 
that is illustrated and has a most mod- 
ern type of layout. The work was done 
largely by Jay Earl Miller, who is now 
one of the most valued reporters of the 
Chicago “Sun.” He started the state- 
ment publication while he was adver- 
tising’ manager of Federal Life and 
went back to complete it after he had 
gone to work for the “Sun.” 





KEELER TALKS TO UNDERWRITERS 


The reaction of blood pressure to 
emotions was discussed at the April 
meeting of the Chicago Home Office 
Life Underwriters by Leonarde Keeler, 
formerly of Northwestern University 





Life, presided as president. There was 
an attendance of 60, including most of 
the underwriters and medical directors 
of Chicago life companies. The annual 
election will be held at the May meeting. 





TWO TALKS ON BLOOD PRESSURE 


Dr. Will Jack discussed “Claim As- 
pects of Hypertension” at a meeting of 
the Chicago Claim Association. Prof. 
Leonarde Keeler, member of the Illinois 
parole board and consultant for London 
Lloyds on jewel thefts, discussed 
“Swings in Blood Pressure Due to Emo- 
tional Stress” and demonstrated his lie 
detector apparatus. 





JOHNSON TO WASHINGTON 


Oliver F. Johnson, who 
with the Parsons general agency of 
Mutual Benefit Life in Chicago for 
three years, as supervisor and producer, 
has joined the Office of Price Admin- 
istration in Washington as field train- 
ing supervisor in the fuel division. 
Prior to going to Chicago, Mr. John- 
son was with Mutual Benefit in Cleve- 
land two years. 


has. been 





100 PERCENT SUBSCRIPTION 


The home office of North American 
Life of Chicago has completed a 100 
percent subscription drive for the salary 
deduction plan of purchasing war 
bonds. 





WRITING GENERAL CLASS 


Chicago insurance offices writing a 
general class of business and especially 
those having life insurance departments 
report that there is an _ increasing 
number of life agents who are now sell- 
ing such other lines as accident and 
health, automobile personal property 
floater, residence and contents insur- 
ance, and other so-called more simple 
classes. However, a few have informed 


themselves quite carefully on more 
complicated classes and if they run 
across a line of considerable size on 
which they want expert advice they go 
to the office with which they are deal- 
ing. 

These offices have urged the life 
agents or those who major on life in- 
surance to keep hitting the ball hard in 
their specialty but not overlook the op- 
portunities for additional income 
through insurance that they can get 
from their clients without much diffi- 
culty. Most of the life offices insist 
that their agents confine themselves to 
life insurance but others are not so 
strict, desiring to have their salesmen 
make as much as possible, stating that 
the greater income they have the more 
contented they will be. 


COAST 


Savings Bank Issue 
Is Revived in California 


LOS ANGELES—Savings bank life 
insurance, which was an issue during 
the session of the California legislature 
in 1941, and which had been before the 
public as early as 1939, again has come 
to the fore and is causing some concern 
among the insurance fraternity due to 
the fact that a general election will be 
held this year, and due to the fact the 
scheme may be made prominent _in the 
primary elections to be held in June. 

Leading bankers here aver they know 
nothing of the scheme, and have ex- 
pressed interest in knowing just what 
bringing it to the fore now means. At 
the 1941 session of the legislature the 
banking interests joined in opposing 
enactment of the measure, and while 
none of those interviewed would indi- 
cate what might happen this year, none 
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Barrett N. Coates Carl E. Herfurth 
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DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 
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had a word to say in favor of the 
scheme. 

The question was brought to the at- 
tention of the public by the leading 
article on the financial pages of the Los 
Angeles “Daily News.” 

“California bankers have finally be- 
come interested, since the war is closing 
many outlets for employment of idle 
funds in working assets,” this article 
stated. 

Officials of the state and Los Angeles 
Associations of Life Underwriters have 
taken the matter up and are endeavoring 
to ascertain just how it came to be dis- 
cussed by Los Angeles bankers and 
incidentally, to ascertain whether the 
whole thing might not be concerned 
with the coming political campaign, 
whose pot is starting to boil. 

Manchester Body, publisher of the 
“Daily News,” is for Olson for reelec- 
tion as governor. The bank insurance 
bill that was before the 1941 legislature 
was one of those on his program of 
legislation. 





War Bond Rally in L. A. Bowl 


The Los Angeles Life Underwriters 
Association is sponsoring a celebration 
in the Hollywood Bowl, Saturday, in 
recognition of the business houses and 
labor unions in southern California, 
whose employes are buying war bonds 
on the payroll allotment plan. Certifi- 
cates of award will be made to the es- 
tablishments that are honored. Kellogg 
Van Winkle, Equitable Society, who 
has been chairman of the bond sales 
campaign for California, and Charles E. 
Cleeton, Occidental Life, president of 
the Los Angeles association, will repre- 
sent that organization. 





Joint Meeting in Los Angeles 


LOS ANGELES—The Los Angeles 
Quarter Million Dollar Round Table 
was host at dinner to the Los Angeles 
C. L. U. chapter, Los Angeles Life In- 
surance Trust Council and a number of 
general agents and managers. 

Dr, F. P. Woellner, professor of edu- 
cation at the University of California at 
Los Angeles and a member of the civil 
service commission of Los Angeles, 
spoke on “Where Are We Going?” A 
round table discussion followed his talk. 





Claim Men Hear Van Scoyoc 


Dr. Guy \Van Scoyoc, Mutual Life of 
New York, spoke before the Life & 
Accident Claim Association of Los An- 
geles on “The Problem of Cardio-Vas- 
cular Diseases as Pertaining to Dis- 
ability.” 


AGENCY NEWS 


Changes in Reese Agency 
of Penn Mutual Life 


PHILADELPHIA — Joseph H. 
Reese, general agent of the Penn Mu- 
tual Life home office agency, has ap- 
pointed Runcie L. Tatnall, unit man- 
ager, as executive assistant, and Harry 
R. McCoy, agency supervisor, as unit 
manager to succeed Mr. Tatnall. 

William F. Lee, underwriter, be- 
comes unit manager of the Rowley 
unit, Norman W. Rowley having gone 
to Boston to manage the Faser agency. 
Henry F. Faser Jr., has been called 
to service in the navy. 

_ Frank Runyon, expansion supervisor, 
is the new supervisor of sales personnel 
for the agency. 














Agency Honors W. M. Hammond 


W. M. Hammond, Los Angeles gen- 
eral agent of Aetna Life, was given a 
surprise breakfast by the agency on his 
17th anmiversary as general agent. He 
Was presented 450 life, 168 accident and 
health and 71 group applications, the 
results of a three months contest be- 
tween two teams. The contest was ar- 
ranged by Miss Gertrude Hutchinson, 


cashier of the agency, who retired dur- 
ing the contest after 30 years service. 


Milwaukee Agency Hears Cadwell 


At a meeting of Milwaukee agents of 
Mutual Life, arranged by Walter Rigg, 
manager, Harry Cadwell of the home 
office spoke on coordinating company 
policies with war conditions. 


Agencies in Radio Quiz 

The R. N. Waddell agency of Con- 
necticut Mutual in Pittsburgh and the 
V. S. Mollenauer agency of that com- 
pany in Philadelphia, will participate in 
the “Quiz of Two Cities” program over 
Station KDKA April 19. 


POLICIES 


Sun Life Revises Rates 
for Income Forms 


Sun Life of Canada has reduced the 
interest basis in its alternative methods 
of settlement for new United States 
policies from 3 percent to 2% percent. 
The interest option is carried on 2 per- 
cent rate. 

This change necessitates a revision of 
the premium rates for the family in- 
come rider and also of premium rates, 
dividends and cash values of plans 
under which an income feature is an 
inherent part of the contract, according 
to A. A. Tousaw, assistant actuary. 
These changes apply to the college, 
family maintenance, family income, re- 
adjustment income or salary continu- 
ance plan, family protection and retire- 
ment and income endowment assurance 
policies and also the retirement annui- 
ties. 

The regular life and endowment pre- 
mium rates remain on a 3 percent basis 
as heretofore. 











Prudential Increases Limit 
on Lives of Minors 


Prudential announced a liberal in- 
crease in the limit of amount on minors 
ages 10-14 nearest birthday. A total of 
$20,000 ordinary now will be considered 
(instead of $5,000) in addition to insur- 
ance carried in other companies and to 
Prudential intermediate and industrial 
insurance on the life. 

The parent or provider must be the 
applicant, except in New Jersey. The 
applicant must carry at least twice as 
much insurance on his own life as the 
total ordinary carried and applied for on 
the child’s life. New York requires 
twice as much as the total of all insur- 
ance, ordinary, intermediate and _ in- 
dustrial on the child. In New York, 
New Jersey and Canada there are spe- 
cial laws which must be observed. 

This new limit will be subject to the 
rules for females, and any other require- 
ments which depend upon amount, such 
as an inspection report, must be ob- 
served, 


SALES MEETS 





Manhattan Life Has 
Chicago Regional 


Several Manhattan Life field men from 
Chicago and other midwestern cities, and 
a number of outstanding representatives 
of other companies were on the program 
at the regional sales meeting of Man- 
hattan Life held in Chicago, featuring 
president’s month. This was a three- 
day affair which started off at a recep- 
tion for out of town representatives held 
in the branch office of which C. R. 
Corcoran, field assistant, is in charge. 

Mr. Corcoran was chairman of the 
first afternoon session at which R. G. 
Pilkington, agency organizer Vermillion 
agency, Mutual Life of New York, Chi- 
cago, spoke on “Selling Dollars at a 
Discount”; Henry C. Hunken, associate 
general agent Connecticut Mutual, Chi- 
cago, on “Prospecting Under Current 
Conditions,” and Isadore S. Stein, Equi- 
table Society, million dollar producer 
and pension trust expert of Chicago, on 
“Pension Trust and Current Problems.” 

The next afternoon there was an office 
meeting in the branch with Mr. Cor- 
coran presiding. Ray Warren, Cleve- 
land manager, discussed “Key-Man In- 
surance’; W. A. Brill, Cincinnati gen- 
eral agent, “Prospecting,” and there was 
an open forum on current conditions led 
by Henry J. Heffernan, brokerage man- 
ager at Chicago. Jack Reifler, Detroit 
agent, also was on the program. 

The third day Grover C. Simpson, 
agency organizer at Chicago, was chair- 
man at a regular agency meeting of the 
branch which was attended by out of 
town representatives. Mr. Simpson 
spoke on “Mortgage Redemption In- 
surance”; W. A. Vorhauer of the Chi- 
cago branch on “Program ‘Sales,’ and 
Mr. Corcoran summed up the meeting. 

The Chicago branch in the first quar- 
ter this year was 112 percent ahead in 
paid for business as compared with the 
same period last year. 





Equitable of lowa Holds 
Regional Conventions 


About 50 agents of Equitable Life of 
Iowa are gathered at French Lick 
Springs, Ind., Thursday and Friday of 
this week for a regional meeting with 
head office executives, including Presi- 
dent F. W. Hubbell. This is a regional 
meeting for qualifying agents within 
the radius of about 500 miles of the 
convention hotel. 

The regional convention of Equitable 
of Iowa for the Pacific Coast was held 
at Del Monte, Cal. Approximately 40 
qualified from the Los Angeles, San 
Francisco, San Diego, Sacramento, 
Oakland, Portland, Ore., and Seattle 
agencies. 


President F. W. Hubbell, Vice-presi- 


GROWTH IS PROOF 


in Life Insurance of successful management and 
actuarial soundness. Our growth ratio for six years 
has been among the best. One reason is our Lifetime 
Increasing Income Plan: 

1. Liberal Ist year, bonus 2nd year commissions. 

2. Lifetime service commissions. 

3. Extra compensation for preferred business. 

4. Liberal Retirement Plan for permanent agents. 

5. 4-phase Educational Program pointing to CLU. 


6. Saleable Policy Contracts with unique features. 


Address inquiries: M. Allen Anderson, Vice President, 
Director of Agencies 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


TKEO. P. BEASLEY 


HOME 
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. .- A real opportunity 
for the right man to qual- 
ify for a general agency 
contract with 


CENTRAL LIFE of ILLINOIS 


INVESTIGATE 
TODAY! 


Lentral Life 


INSURANCE COMPANY 


of Illinois 


ALFRED MacARTHUR, PRESIDENT 
211 WEST WACKER DRIVE, CHICAGO 








THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 


This 92-year old company isnow 
prepared to write a complete 
line of Group Life Insurance. 


1. Employer-Employee Group 
. Wholesale 


to 


3. Associations—Labor Unions 
including civil service employees 
or teachers, state troopers and state 
police, policemen’s benevolert 
associations. 


4, Creditors Group 





RICHARD RHODEBECK 
Superintendent of Agencies 
tor Fifth Avenue New York, N. Y. 

















16 
dent R. C. McCankie, Philip Irvin, as- 
sistant actuary; Ray Fuller, superin- 
tendent of agencies, and Earl Smith, 
educational director, were the home 
office men in attendance. 
N. E. Mutual’s Homecoming 

The homecoming convention of New 
England Mutual Life will be held at 
the home office in Boston May 18-20. 


It will be preceded by a meeting of the 
General Agents Association May 16. 


ACCIDENT 


Companies Ask Rehearing 
in Nebraska X-Ray Case 


LINCOLN, N EB. — Continental 
Casualty, Continental Assurance, Con- 
necticut General Life, Aetna Life, Hart- 
ford Accident, Maryland Casualty, 
Ocean Accident and Standard Accident 
have joined the American Life Conven- 
tion and Travelers in asking for a re- 
hearing of the Murphy case, in which the 
Nebraska supreme court held in a di- 
vided opinion that when dentist had used 
an x-ray machine in his work over a 
period of years, the loss of use of a hand 
was accidental, although this did not oc- 
cur for more than two years and after 
two policies had lapsed. 

The attorneys say the decision is of 
vital importance because of the number 
of similar policies outstanding in the 
state, and that it will do much to un- 
dermine the accident business. They 
contend the court failed to distinguish 
between accident and accidental means. 
[hey insist that as is admitted total 
disability did not commence until two 
years after the policies had expired, the 
policy provision that it must result 
promptly is disregarded. 








To Discuss Effect of War 
on Agency Management 


The effect of the war on agency man- 
agement will be one of the featured dis- 
cussions at the agency management ses- 
sion during the annual meeting of the 
Health & Accident Underwriters Con- 
ference in Kansas City the last week in 
May. 

Other topics of particular interest to 
executives in the accident and health 
field will share the program with the 
war topic at that time. 

P rincipal speakers and their topics are: 

“Manpower and Merchandising in the 
Accident and Health Business”, H. C. 





Goodwin Thirty Years 
with Connecticut General 





George Goodwin, secretary of the ac- 
cident department of Connecticut Gen- 
eral Life, has just completed 30 years 
with the company. He received many 
flowers and congratulatory messages 
from friends. He went with Connecti- 
cut General in 1912 as underwriter of 
the newly formed accident department. 
He was elected assistant secretary of the 
department in 1919 and secretary in 
1932. 

Mr. Goodwin has rendered valuable 
service to the accident and health busi- 
ness as well as to his company. He has 
been active for many years in the Bu- 
reau of Personal Accident & Health Un- 
derwriters, serving as its chairman and 
chairman and member of many of 
its committees. He is president of the 
board of the East Hartford Library, a 
commissioner of the Metropolitan Dis- 


as 


trict, member of the flood control com- 
mittee and director of the East Hart- 
ford Trust Company. 


In April Connecticut General is 
sponsoring a 30th anniversary accident 
campaign. April 8 was designated as 
George Goodwin Day, and more than 
three times the usual number of acci- 
dent applications were received. 
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Mutual Benefit Health & Acci- 


Selling of Disability In- 
M. Smith, Continental Cas- 


Carden, 
dent. 
“Wartime 
surance”, J. 
ualty. 
“Under and Over-Age Potentials in 


Agency and Underwriting”, Fred M. 
Walters, General Accident. 

The agency management session will 
so held W ednesday morning, May 27, 


and will be in charge of the agency 
management committee, headed by Rex 
Edmunds, vice-president Fidelity Health 
& Accident Mutual. 


Underwriting Forum for Bureau 


At the annual meeting of the Bureau 
of Personal Accident & Health Under- 
writers, to be held at the Westchester 
Country Club, Rye, N. Y., June 4-5, Ray- 
mond Payne, assistant secretary of Trav- 
elers, will conduct an “Underwriters 
Forum,” which is expected to be one of 
the most interesting parts of the pro- 
gram. Mr. Payne is securing from 
member companies a number of ques- 
tions that relate to current underwriting 
problems and there is expected to be 
general discussion from the floor by 
various members of the manner in which 
the companies are dealing with these 
problems, 


IN U. S. WAR SERVICE 








C. F. Kelly, Prudential ordinary man- 
ager in Minneapolis, has joined the 
army air service. 


Don Karnes, who has been with the 
Illinois insurance department for eight 
vears, has gone into service with the 
navy as a lieutenant, junior grade, at the 
Great Lakes naval training station. Mr. 
Karnes formerly coached at Trinity 
High School at Bloomington, IIl., and 
at the Illinois Wesleyan and State Nor- 
mal universities. 

J. F. Gibson, former Oklahoma 
sistant commissioner, who joined the air 
corps as lieutenant about nine months 
ago, has been transferred to Santa Ana, 
Cal., and promoted to captain. 

Bronson Gillogly, cashier of Pacific 
Mutual in San Francisco, obtained leave 
of absence to enter the navy air service. 
He is a past president of the San Fran- 
cisco Life Agency Cashiers Association. 

Lloyd Berendsen, a leading producer 
of New York Life in oe Francisco, has 
received a commission in the army and 


asS- 


expects to enter active service in the 
next few days. 
R. T. Schrein, Sun Life of Canada, 


Lincoln, Neb., has been called to active 
duty as a first lieutenant with the air 
corps at Miami. He resigned a year ago 
as captain of the state safety patrol to 
enter life insurance. 

George E. Aikens, Davenport agency 
supervisor of Provident Mutual Life, has 
been accepted as an aviation cadet and 
will report soon at Scott Field, Belle- 
ville, Ill. 

M. C. Keiser, formerly an agent with 
his father, Maynard E. Keiser, general 
agent of John Hancock at Springfield, 
Mass., is a private in the army at Sa- 
vanna, III. 

William Collett, St. Joseph, Mo., is 
the fifth man from the Sam C. Pearson 
agency of Northwestern Mutual, Kan- 
sas City, to receive a commission in the 
armed services. He is a captain in the 
intelligence department, army air corps, 
reporting to Mitchel Field, Long Island. 

James Kahler, son of A. H. Kahler, 
second vice-president and superintend- 
ent of agencies of Indianapolis Life, 
is just completing his course in the non- 
commissioned officers training school at 
Aberdeen, Md. and expects to apply for 
officers training. He graduated from 
St. John’s Military Academy and _ be- 
fore entering the army in ‘January, had 
started in the life insurance business. 

Mr. Kahler received a note from his 
son the other day in which he com- 
pared guard duty in the army to the 
work of the insurance agent. While on 
guard, he observed, the soldier is a di- 
rect representative of the commanding 


officer of the post and he is chosen to 
protect many. Likewise the insurance 
agent, few in number, is called upon 
to guard the families and widows of 
many men. James Kahler states that 
he will be a better life insurance man 
when he gets back on the job. 

M. J. Hamilton, supervisor of the J. 
S. Drewry Agency of Mutual Benefit 
Life in Cincinnati, has joined the navy 
as ensign. 


RECORDS 


Equitable of Iowa 3usiness in 
March totaled $5,808,853, a gain of 13.1 
percent over the corresponding month 
of 1941, Paid business for the first 
quarter was $15,178,321, up 7.1 percent. 
March was President’s Month in honor 
of President F. W. Hubbell. 

Capitol Life—Gain in paid business 
for the first quarter of 1942 over the 
same period of last year is 39.4 percent 
and the gain in written business is 23.3 
percent. For March, the gain over the 
same month of 1941 in paid ‘business 
is 29.6 percent and in written business 
24.3 percent. 

Franklin Lif year premiums 
for the first nag were 26.6 percent 











greater than for the parallel period last 
vear. Insurance in force reached the 
all-time high of $229,782,641, or $20,- 


000,000 more than at the same _ period 
last vear. Liquid assets amount to $24,- 
243,240, an increase of $2,812,632 over 
the first quarter of 1941. Farm _ hold- 
ings were sold in the first three months 
at 110 percent of book values. 

Union Central Life—March paid for 
life insurance of $7,260,290 was the big- 
gest volume for March since 1937; it 
was an increase of $1,045,000 over 
March, 1941, and it brought first quar- 
ter’s total paid-for to $21,368,286, a sub- 
stantial gain. 
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Three Vital Contributions 
Aid in Maintaining Morale 


DETROIT — The life underwriter 
makes three vital contributions to the 
morale of the fighting man and his fam- 
ily back home, Louis Behr, associate 
manager Lustgarten agency of Equita- 
ble Society in Chicago, told the Detroit 
C.L.U. chapter. Harry Phillips, Sun 
Life, presided and R. M. Ryan, Detroit 
manager Equitable Society, introduced 
the speaker. 

“The war is really being fought on 
two fronts,’ Mr. Behr declared. ‘Hitler 
has won all of his battles so far by de- 
stroying morale on the home front, 
which automatically destroys the morale 
of the fighting forces. The life agent 
helps the fighter to protect his depen- 
dents at home with life insurance, a vi- 
tal service to sacred property upon 
which the fighter depends much more 
than on other kinds of property, to give 
financial peace of mind to himself and 
his family. 

“Second, the underwriters are better 
qualified than any other group of indi- 
viduals to install salary savings plans 
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for the purchase of war savings bonds 
in industrial organizations. This has 
been shown clearly by the amazing re- 
sults of the National association’s co- 
ordinated drive throughout the country 
which has had prompt and energetic sup- 
port from local associations. 

“Thirdly, the underwriters are best 
equipped to explain to men in the de- 
fense industries regarding their social se- 
curity benefits. All of these factors 
demonstrate the unselfish attitude of life 
underwriters toward efforts to help win 
this war on the home front.” 


Williams Speaks in Chicago 

J. P. Williams, director educational 
advisory department American College, 
was guest of the Chicago C.L.U. Chap- 
ter at a luncheon meeting this week 
at which Roland D. Hinkle, president, 
presided. Mr. Williams spoke on coop- 
eration of colleges in connection with 
life insurance studies; of the duty of 
C.L.U. people to the whole group of life 
agents, cooperation between companies 
and the C.L.U. movement, proposed ed- 
ucational plans for all life underwriters, 
and allied subjects. He noted the in- 
terest of men in the army who are con- 
tinuing to study for C.L.U., and the 
interest of agency heads in study classes. 


Fine Showing by Bankers 
Life, Ia. First Quarter 


In the first quarter Bankers Life of 
Towa had total new paid business, ex- 
cluding annuities, of $15,265,540, a gain 
of 23 percent over the first quarter of 
1941. Assets in the same period in- 
creased by more than $3,000,000 to 
mere than $270,000,000. Total ordinary 
in force increased $8,500,000 to $788.,- 
816,000. Holdings of government bonds 
on March 31, were $62,365,650, an in- 
crease of more than $3,000,000 in three 
months. 

The current program of Bankers Life 
in purchasing government bonds to 
help finance victory in the war is only 
a part of the contribution which life 
insurance in America is making at this 
time, President Gerard S. Nollen 
pointed out. This contribution grows 
from the voluntary small savings of a 
very large number of people. 


Change St. Louis Mutual Setup 


ST. LOUIS—A meeting of policy- 
holders and stockholders of St. Louis 
Mutual Life has been called for May 


14, to vote on a proposition to change 
the corporation from a stock and mutual 
company to a straight mutual. 

St. Louis Mutual was incorporated in 
1857 and commenced business in 1858 
as German Mutual Life. The name was 
changed to St. Louis Mutual Life in 
1919. It operated under its old special 
charter through 1930. 

A policyholders meeting in 1930 au- 
thorized surrender of the old charter 
and it was reorganized under the gen- 
eral statutes of Missouri on a stock and 
mutual basis and its authorized capital 
of $100,000 was fully paid in. The new 
stock was sold at $15 per share ($10 
par value), thus contributing additional 
$50,000 to surplus. 


Just the thing to convince hard boiled 
prospects—“24 Men in 24 Years.” 8 book- 
lets $1 from National Underwriter. 
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Mortgage Cancellation — Bank Loan Plans 


Write Agency Department 
For Complete Details 


MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$16,000,000 Insurance in Force” 


Home Office 
St. Louis, Mo. 
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LEGAL RESERVE FRATERNALS 





Nation-Wide Plans 
for Observance 


National plans for observance of Na- 
tional Fraternal Life Insurance Week, 
May 4-9, are crystallizing under direc- 
rg 7 od D. DeBarry, Catholic Order 


Foresters, general ‘chairman. Major 
poe thse are scheduled in Illinois, 
Wisconsin, Pennsylvania, Texas and 


Oregon. 

The Illinois activities sponsored by 
the Illinois Fraternal Congress will be 
held in the mural room, Morrison hotel, 
Chicago, starting at 8 p. m., May 5. The 
program includes: Order of Scottish 
Clan—Canadian Legion Zone Pipe Band 
and Stock Yards Post 333, American Le- 
gion Kiltie Band; Shelia Wallace, High- 
land fling; flag reel, Mary Hennessey, 
Peggie Kerr and Diana Wallace; sword 
dance, Roy Richardson; Polish National 
Alliance and Polish Roman Catholic 
Union, Polish folk dances by youth lead- 
ers; Royal League, Doris Vizek, baton 
twirling and tap dancing; Ladies Catho- 
lic Benevolent, J. P. Egan, songs; Wom- 
an’s Benefit, woman’s chorus of 25 
voices and three ballet dancers, Patricia 
Lavalle, Vivienne Anderson and Olga 
Luncheon. 


N. F. C. President to Speak 


Thomas R. Heaney, high secretary 
Catholic Order of Foresters, president 
National Fraternal Congress, will give 
an address and there will be another 
speaker. 

U. S. Senator James J. Davis will ad- 
dress a gathering in Lord Baltimore ho- 
tel, Baltimore, Md., May 5, Secretary C. 
N. Weber of the Dart ‘of Columbia- 
Maryland congress announced. Com- 
missioner Gontrum, Governor O’Conor 
and Mayor Jackson of Baltimore were 
invited to attend. 

Wisconsin will have a state-wide cele- 
bration. At Milwaukee there will be en- 
tertainment May 7 at the Eagles Club 
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“LET 
FREEDOM 
RING”’ 

... Fhroughout 
All Time! 





SINCE its very origin, life insur- 
ance has been steadfastly “of, by 
and for the people.” It has 
pledged itself to continue this 
democratic course throughout all 
time. 


FIDELITY LIFE ASSOCIATION 
OF FULTON, ILLINOIS 


* Legal Reserve Life Insurance 


*For More than 46 years a vigilant 
champion of American Ideals. 








9.0.0. 0.0.0.9.0.0.0.0.0.0 6.0.4 


OV Can be, 


oe Ct 





SECURITY + PROTECTION - GOOD FELLOWSHIP 


A Legal Reserve Fraternal Life Ins. Society 
309 W. Jackson Blvd., Chicago 


with a speaking program and dancing; 
at Neenah in the Fox River valley, a 
program directed by N. J. Williams, 


president Equitable Reserve. Other 
chairmen are: Sam E. Vandervort, Fond 
du Lac, and H. W. Dahmen, Madison, 


and there also will be a celebration at 
Eau Claire. 

Mrs. Minnie Hiner, head of Neighbors 
of Woodcraft, Portland, Ore., plans an 
Oregon meeting in that city sponsored 
yy the Oregon Congress and regional 
meetings with chairmen as _ follows: 
Bend, Miss Julia Ward, Woman’s Ben- 
efit; Grant’s Pass, Maurice Hudson, 
Maccabees; Eugene, Jack Ashenfelter, 
A.O.U.W. of North Dakota; McMin- 
ville, sponsored by Neighbors of Wood- 
craft, and Salem, Mrs. Logan, Royal 
Neighbors. 

Plan Joint Day in Detroit 


A joint fraternal day is planned in De- 
troit May 13, at which President Hea- 
ney of the N. F. C. will be the main 
speaker. This will follow the national 
week observance, but many fraternalists 
throughout Michigan plan separate ac- 
tivities during the week. 

A celebration in the Marvin Hughitt 
Hotel, Huron, May 6, is planned by Paul 
E. Hainey, president South Dakota Con- 
gress. L. J, Bayley, Syracuse, president 
New York Congress, has appointed 
committee chairmen there and a pro- 
gram is being shaped. In Tennessee, N. 
C. Wiley, Lewisburg, president Tennes- 
see Congress, has plans well in hand. A 
number of governors have issued procla- 
mations setting aside the week for ob- 
servance and many more are expected. 


Fraternal Policies 
Are Quite Modern 


Modern fraternal societies have a full 
range of insurance contracts capable of 
solving the public’s main insurance 
needs, and have in their organizations 
the machinery to fit these contracts to 
the needs of the individual, J. Earl Mc- 
Fadden, superintendent of extension, 
A. O, U. W. of North Dakota, stated in 
an article disseminated by the National 
Fraternal Congress. 

“Present day contracts, 
the average fraternal society operating 
on a standard mortality table, and pro- 
viding legal reserves, can and are solv- 
ing the insurance problem of the aver- 
age American,” he explained. These 
can solve the three hazards of dying too 
soon, of being disabled, and of living 
too long. 

The need for new income to replace 
that lost at the bread-earner’s death can 
be met in the average fraternal society 
by having insurance proceeds paid in 


as issued by 


monthly installments over a_ definite 
number of years, or guaranteed to the 
wife for her lifetime. Mr. McFadden 


also noted the usefulness of the family 
income provision which is sold by many 
fraternals. 

Some societies offer a non-cancellable 
temporary sickness and accident con- 
tract, with some limitations, but suffi- 
ciently broad to take care of the needs 
of the average family. Others have the 
total and permanent disability premium 
waiver and disability income plans, the 
latter paying $10 per month per $1,000 
with maximum coverage $50 with $5,000 
of insurance. 

Most of the societies permit monthly 
premium payments of the _ proceeds. 
Cash values can be used to provide old 
age income for the insured. 

“We have the product, we have the 
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record, but at the same time we have 
kept our light under a bushel,” Mr. Mc- 
Fadden concluded. “Never will we 
reach the standings that we deserve in 
our various communities until we get 
out on the housetops, and tell the public 
how we can safely and economically 
solve their insurance problems.” 


Fraternal Returns 
from Nebraska 


Nebraska fraternals wrote in new busi- 
ness in their home state last year, $1,- 
151,905 and have in force $14,358,901. 
W oodmen of the W _ led Nebraska 
fraternals with $825,281 in new busi- 
ness and has in force $9,964,705. The 
Woodmen Circle was next with $311,- 
874 and $2,973,021. The outside fra- 
ternals new business amounted _ to 
$13,076,575 and they have in force $96,- 
786,167. The state leaders or those hav- 
ing $300,000 or over in new _ business 
are as follows: 


New 
Business In Force 
Aid Association..... $1,312,883 $ 9,470,390 
Fidelity Life ...... 334,750 567,182 
Knights of Columb.. 534,950 3,862,949 
Maccabees ....--<-:; 581,573 1,757,856 
Modern Woodmen .. 3,439,522 20,742,223 
Royal Neighbors.... 1,013,130 17,220,850 
United Com. Trav... 4,220,000 12,235,000 
Western Bohemian. 312.5 572 8,923,051 


Campbell Now Vice Vice-president 


Frank Campbell of Reno, Nev., re- 
cently was elected vice-president of 
Woodmen of the World, Denver. He 
was manager of Washoe Camp No. 407 
and has been associated with the order 
for many years. 


Maduro Boston Council Speaker 


_ The Boston Life Insurance & Trust 
Council will hear a discussion of “Pen- 


sions, Bonus and Profit Sharing Plans” 
by D. B. Maduro of New York at its 
annual seminar, April 24. 


hie Behe Life Makes — 
Drive in Group Field 


Union Labor Life of New York is 
making a strong bid for group life in- 
surance with labor unions as the con- 
tracting parties. The company has 
gotten out a good deal of literature and 
intends to make quite a drive for this 
type of business. The amounts of in- 
surance granted to the individual range 
from $250 to $2,500, depending upon the 
size of the union. Under the unani- 
mous plan of coverage all members of 
the union in good standing, consisting 
of at least 50 lives, must be insured. 
Where a union has more than 500 mem- 
bers all of the members of the union in 
good standing must be insured. 

If group insurance cannot be adopted 
to cover all the members a policy may 
be arranged which permits the members 
voluntarily to apply for the coverage. 
However, at least 75 percent of the 
membership totaling at least 50 lives, 
must be covered. 


The average monthly premium for 
$1, pong of insurance is between $1 and 
$1.25 per member or it may be higher 


or johlend depending upon the age dis- 
tribution of the membership. 

Union Labor Life asserts that union 
group insurance cements the ties that 
bind the members to the union, it in- 
sures and secures the promises of the 
union to its members, it relieves officers 
of the responsibility for financial and 
investment aspects of the administration 
of their benefits, demands observance of 
actuarial experience, lacking which any 
form of benefit system is destined to 
fail, and avoids assessments to meet 
special emergencies, it leaves the union 
free of vexatious litigation and expense 
through claims arising out of faulty and 
poorly constructed benefit and member- 
ship schemes. 


L. D. Cavanaugh, president of Fed- 
eral Life, is on vacation at Miami Beach. 
He plans to return about May 1. 
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ship of 4,124 in 100 camps and insurance in force of $576,000. Today 
the Society is one of the leaders in its field, figures of Jan. 1, 1942, 
camps, 
$354,739,493; admitted assets, $84,273,554, and claims paid, $116,399,691. 


service—Protection and Fraternalism. This pinciple was firmly planted 
by its founders and has been a guiding light for 47 years. 

In Protection and Fraternalism the Society has been alert to progress, 
offering legal reserve life insurance for the whole family, benefits of camp 
activities, financial aid from its fraternal fund for needy members and 
benefits of the Royal Neighbor Home to worthy members. 


Protection and Fraternalism is a principle that is diligently guarded by 
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“New Markets” Is 
Wisconsin Theme 


RACINE, WIS.—New ideas for sell- 
ing life insurance under changing con- 
ditions will be emphasized at the annual 
meeting and sales congress of the Wis- 
consin Association of Life Underwriters 
here on May 23. Speakers will discuss 
the farm market, new plans for new 
buyers of insurance, and mental attitude 
during that time. 

A buffet supper will be held Friday 
evening before the congress. A C.L.U. 
breakfast will be held Saturday morning. 

Following a short business meeting 
and election, the sales congress will be 
held. The tentative schedule of speak- 
ers announced by Hertel Saugman, 
Racine, state director and congress chair- 
man, includes John A. Witherspoon, Na- 
tional association president, who will re- 
port on association accomplishments and 
objectives; Judd Benson, Cincinnati, gen- 
eral agent Union Central, “Present Day 
Plans and Sales Ideas”; George Specht, 
Minneapolis general agent National Life 
Vermont, “Mental Attitude During 
the War,” and Don Ross, editor of “Suc- 
cessful Farming,” Des Moines, analyz- 
ing “The Farm Market for Life Insur- 
ance.” 

The Wisconsin Quarter Million Dol- 
lar Round Table will meet on Friday, 
starting with a luncheon. Advanced un- 
derwriting and taxes will be discussed. 
The present membership consists of 25 
producing agents and seven general 
agents or managers. A total production 
in the qualifications of $18,776,328, makes 
for an average production of $586,758 
per member. Robert L. Hesse, Madison 
general agent Lincoln National Life, is 
chairman of the Round Table. 


of 


Holcombe Gives Six Points 
for War-time Sales Activity 


MINNEAPOLIS — Minneapolis life 
underwriters heard themselves de- 
scribed by a new term—social engineers 
—in a war-time talk by John Marshall 
Holcombe, Jr., manager Sales Research 
3ureau, at the Nicollet hotel. An over- 
flow crowd greeted Mr. Holcombe, who 
spoke on “What will be the role of life 
insurance and the agent in the war?” 

Saving that he had just spent two 
“inspiring weeks” in Canada, where he 
observed first hand the effects of the 
war on life insurance, Mr. Holcombe 
said he was greatly impressed by the 
way the agents north of the border 
have carried on in the two years that 
country has been in the war. He 
pointed to the 17 percent gain in sales 
in 1941 over 1940. Analyzing the 
causes for this remarkable showing, he 
suggested American agents might 
achieve similar results by this six point 
(1) Double the prospect file. 


program: 
(2) City agents should stick to their 
city and concentrate on the available 
market. (3) Zone your work. (4) Get 


appointments for a specific time. (5) 
Use the telephone as much as possible 
for appointments. (6) Arrange for as 
many appointments as possible at the 
agency offices. 

Life Agent Is Essential 


In describing the life insurance agent 
as a social engineer, Mr. Holcombe said 
he “is essential to the maintenance of 
our way of life. The life insurance 
agent sells thrift; he sells in one pack- 
age personal, family and national se- 


curity; he sells freedom from fear.” 
As for selling opportunities during 
the war, Mr. Holcombe said there is 


going to be a large surplus income in 
this country and “the alert agent is 
going to syphon some of that into life 
insurance channels.” 

He said the loss of the soldier mar- 
ket will not be very important. 

“The ability to buy life insurance is 


high in this country and the impulse to 
buy it is high,’ he said. “The need for 
life insurance remains as strong as ever. 
Life insurance dollars are triple purpose 
dollars; they are anti-inflationary dol- 
lars; they are dollars for the security 
of the family and hence for the security 
of the country.” 

In the evening Mr. Holcombe was 
the guest of the managers and general 
agents of St. Paul and Minneapolis at 
a dinner. 

The last of the series of luncheon 
meetings will be held May 14 with H. 
Kennedy Nickell, Connecticut General, 
Chicago, as speaker. 


Zimmerman to Discuss Tax 
Plan at Chicago Rally 


The latest news of status of the new 
federal tax proposed as relating to life 
insurance will be told by C. J. Zimmer- 
man, Connecticut Mutual, Chicago, past 
president National Association of Life 
Underwriters, at the Life Agency Man- 
agers session April 17 during the an- 
nual meeting of the Illinois Association 
of Life Underwriters in Chicago. 

A. H. Baker, vice-president and su- 
perintendent of agencies of Great-West 
Life, who was scheduled to talk on the 
experiences of Canada in war time, at 
the managers session, will be unable to 
attend due to a change in his plans. 

P. B. Hobbs, Equitable Society, Chi- 
cago, National association trustee, chair- 
man Chicago Association of Life Under- 
writers legislative committee and state 
chairman of the managers division, also 
will comment on the proposed taxation. 

An overflow attendance is expected at 
the two-day gathering, The annual state 
meeting will be held the first evening 
and the Chicago association’s sales con- 
gress all day Saturday. 


Program Given for Kansas 
Congress, Annual Meeting 


E. Conklin, Equitable ‘Society, 
Hutchinson, president of the Kansas As- 
sociation of Life Underwriters, has an- 
nounced the complete program for the 
1942 sales congress and annual meeting 
held in Emporia, April 24-25. It opens 
with the general agents and managers 
annual golf tournament the afternoon of 
April 24. Speakers at the dinner meet- 
ing that evening include John A. With- 
erspoon, president National association; 
J. C. Higdon, vice-president Business 
Men’s Assurance, on “Meeting the Gen- 
eral Agent’s and Manager’s Problems in 
Wartime,” and Henry A. Bodendieck, 
associate publisher “Insurance Maga- 
wag Kansas City, “This Is What They 

ay. 

President Conklin will call the general 
session to order at 9 a. m. April 25, with 
welcome by Mayor Rindom and greet- 
ings from Urban C. Brown, president of 
the Emporia association. Speakers that 
morning include A. M. Embry, Kansas 
City manager of Equitable Society; 
George Maltby, Equitable of Iowa, Kan- 
sas City, and Maj. Victor Grant, Denver. 

Dr. D. L. MacFarlane, dean of men of 
Kansas State Teachers College, Emporia, 
is the luncheon speaker on “The Ameri- 
can Heritage.” Mr.Witherspoon leads off 
the afternoon program on “The National 
Association Marches On,” followed by 
A. C, Palmer, R. & R. Service, “The 
Life Underwriter’s Bill of Responsibil- 
ity.’ The annual business meeting and 
election closes the session. More than 
300 are expected. Harold Lunsford, 
Farmers & Bankers, is general chairman 
with Don Pierce, Victory Life, Topeka, 
in charge of the general agents program 
Friday. 


Name Speakers for Mo. Congress 

KANSAS CITY—The joint sales 
congress of the Missouri Association of 
Life Underwriters and the Kansas City 
association, to be held here May 20, will 


have the following speakers: John A. 
Witherspoon, general agent of John 
Hancock Mutual, Nashville, president of 
the National association; Judd C. Ben- 
son, general agent Union Central, Cin- 
cinnati; Philip B. Hobbs, agency man- 
ager Equitable Society, Chicago, and 
trustee of the National association, and 
Herbert A. Hedges, general agent 
Equitable of Iowa, Kansas Citv. and 
secretary of the National association. 


K.C.-St. Louis Radio Quiz Contest 


KANSAS CITY—A radio quiz con- 
test between life underwriters of Kan- 
sas City and St. Louis is scheduled for 
12:40 p. m., April 19 on the weekly 
KMBC-KMOX radio feature “Quiz of 
Two Cities.” 

Kansas City will be represented by 
Mrs, Berenice Meistroff of Guardian 
Life, head of the women’s division of 
the Kansas City association, and presi- 
dent of the Women’s Quarter Million 
Round Table of the National associa- 
tion; Miss Chlo Peterson, Business 
Men’s Assurance; Prewitt B. Turner, 
general agent of Home Life and presi- 
dent of the Missouri Association of 
Life Underwriters, and W. L. Butler, 
Business Men’s Assurance, president of 
the Life Underwriters’ Association of 
Kansas City. 





Organize in Bakerstield. Cal. 


A new association with 16 charter 
members has been formed in Bakersfield, 
Cal., under the name of the Kern 
County Life Underwriters Association. 
These officers were chosen: President, 
Earle V. Parker, Northern Life; vice- 
president, Oscar L. North, Metropoli- 
tan Life; secretary-treasurer, E. M. 
Richardson, Pacific Mutual Life. Appli- 
cation has been made to the National 
association for a charter. 

H. G. Saul, John Hancock, Los An- 
geles, president California association, 
was present at the organization meeting 
and installed the new officers. Kellogg 
Van Winkle, Equitable Society, Los An- 
geles, and Roy Ray Roberts, State Mu- 
tual Life, trustee of the National associa- 
tion, also assisted in the organization. 


Nominees for Buffalo Directorate — 


Candidates for the directorate of the 
Buffalo Life Underwriters Association 
have been nominated as follows: S. C. 
Collins, C. D. Cowles, Jr., J. N. Des- 
mon, H. F. Filsinger, John Pennington, 
C. B. Phillips, R. S. Spurr and Herbert 
G. Vogt. The election will be held 
May 16. 


Martin to Dallas Directorate 


Stanley E. Martin, general agent for 
State Mutual Life, has been added to 
the board of directors of the Dallas As- 
sociation of Life Underwriters. He will 
fill the unexpired term of Raymond 
Campbell, Jr., Connecticut Mutual Life, 
who is now an ensign in the navy. 


Kansas City—Arthur D. Lynn of Scott 
& Lynn, Kansas City general agents for 
Massachusetts Mutual Life, will speak 
April 19 on “Priority for Action.” 

Houston, Tex.—A series of six sales 
institutes is being held at which 31 spe- 
cialists will speak. Sam R. Hay, Jr., 
yreat Southern is in charge. 

Corpus Christi, Tex.—Francis G. Bray, 
Houston, president Téxas_ association, 
told how life agents are contributing 
to the war program by rendering a 
double service. They guarantee indi- 
vidual and family security and contrib- 
ute to the safety of the nation through 
premium dollars invested in government 
bonds. 

Pittsburgh—A. C. Fox, 
ager Fuller Brush Company, 


district man- 
gave a talk, 





“Nuggets in Selling.” 
Cedar Rapids, Ia. Clifford DePuy, 
publisher of “Underwriters Review,” 


spoke on “Successful Selling Ideas for 
Today’s Situations.” 

Byron Anderson, membership chair- 
man, announced that the associa- 
tion had passed the 100 mark in mem- 
berships. Ray Short, chairman of edu- 
cation, reported that the association had 
placed the sales and statistical sections 
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of the Diamond Life Bulletins together 
with all recommended C. L. U. texts in 
the public library. These will be sup- 
plemented with other life insurance ma- 
terial and will be available to the public 
as well as to life insurance men. 

Topeka, Kan.—Wayne Clover, Kansas 
City general agent of Penn Mutual, 
spoke on ‘“‘What Kind of Man Are You, 
or What Are You Made Of?” Pendleton 
A. Miller was program chairman. 

Columbia, Mo.—Max Schwabe, General 
American Life, was elected president; 
Dorothy H. Riley, Reliance Life, first 
vice-president; E. C. Holliday, Kansas 
City Life, Boonville, second vice-presi- 
dent, and C. W. Digges, Jr... New Eng- 
land Mutual, secretary-treasurer. 

St. Paul—Homer C. Chaney, field train- 
ing director New England Mutual Life, 
spoke April 14, 

Columbus, 0.—The Columbus C. L. U. 
chapter will have charge of the meet- 
ing Friday. F. N. Winkler, Cleveland 
general agent of Mutual Benefit Life, 
will speak on “This Business of Making 
a Good Living.” 

Peoria, Tll-—At a 
April 16 J. P. Carroll, superintendent of 
agencies of Lincoln National Life, dis- 
cussed life underwriting under present- 
day conditions. 

Seattle—The 32 members who are now 
in the armed forces were honored at a 
special meeting Saturday. 

Col. Clarence Baldwin, formerly of the 
Massachusetts Mutual Life, recently re- 
turned from Greenland, was the speaker. 

Butler, Pa.—E. M. Aiken, 
Provident Mutual Life in 
will speak April 17. 

St. Paul—Homer C. Chaney, director of 
field training of New England Mutual 
Life, spoke April 14. 

Northern New Jersey—A return to an 
era of package selling within the next 
three years was predicted by Manuel 
Camps, Jr., New York City general agent 
of John Hancock Mutual Life, in his talk 
on “Prospecting” at a meeting in 
Newark. 





luncheon meeting 


supervisor of 
Pittsburgh, 


The three factors in selecting pros- 
pects, he said, are: “Can they pass,” 
“can they pay” and their needs. Needs 
are constantly changing, and _ these 
changing needs must be met. 

Mr. Camps will speak at the sales 


congress of the New Jersey association 
at Asbury Park June 5. 

Akron, 0.—The nominating committee 
has announced the following candidates 
for the election: President, C. S. Bate- 
son, Life of Virginia, and Lloyd Ham- 
merbeck, Connecticut General; executive 
vice-president, O. P. Spencer, Prudential, 
and C. L. Allison, Metropolitan. 

Charles Ransower, vice-president of 
the state association, and John H. Gear, 
chairman of the legislative committee, 
were named to promote the state asso- 
ciation meeting in Dayton May 7-9. 

Claris Adams, president of Ohio State 
Life, spoke on “Life Insurance a Na- 
tional Asset.” 

San Francisco—Edwin T. Golden, New 
York Life, member of the Million Dollar 
Round Table, will speak April 23 on 
“Practical Underwriting in 1942.” 

Cleveland—Glenn Isgrig, assistant 
manager Reliance Life, Cincinnati, spoke 
on “Let’s Put on a Good Show in ’42.” 
He gave a common sense presentation of 
life insuranee, picturing the various pos- 
sibilities which face a person at the end 
of the road together with the part in- 
surance plays in dictating the better 
alternatives. 

The Cleveland association will forego 
its May meeting due to the state meet- 
ing in Dayton. 

St. Louis—William T. Earls, Cincin- 
nati general agent of Connecticut Mu- 
tual Life, spoke Thursday on “Thirteen 
Strikes and You’re Out.” 

Indianapolis—Milton Elrod, Jr., R. & R. 
Service, spoke Thursday on “Life Insur- 
ance for the Small Business.” 





Md. Legislative Council 
Making Industrial Study 


The legislative council of Maryland 
is studying the problem of industrial 
life insurance in the state. Among 
other things it is interested in the 
workings of and the necessity for the 
agency system. The chairman of the 
legislative council is the president of 
the senate; vice-chairman is the speaker 
of the house. Horace E. Flack is sec- 
retary and director of research and then 
there are six members from the senate 
and six from the house. 
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Wage Earner Market Sales 
Strategy Is Outlined 


Methods of contacting and_ selling 
today’s ever-growing wage-earner mar- 
ket were discussed by Gerald Oppen- 
heim, Metropolitan Life manager in 
Chicago, before the Life Agency Super- 
visors Club of Chicago. Mr. Oppen- 
heim has had unusual success in his 
agency during his eight years as man- 
ager, averaging one paid ordinary case 
per week per agent. Each agent is asked 
to contact one ordinary prospect a day 
and turn in the names of five prospects 
contacted during the week. 

In approaching ordinary prospects 
Mr. Oppenheim’s agents use the social 
security approach, placing special em- 
phasis on the “big blank space” after 
the time the widow’s youngest child 
reaches 18 and until the widow again 
is entitled to receive benefits at age 65. 
The agent shows how social security 
benefits can be supplemented to great 
advantage by life insurance, especially 
the retirement income. 


Call on Housewives 


Ordinary prospects are uncovered by 
calling on housewives during the day, 
getting acquainted, and making an ap- 
pointment to see the husbands in the 
evening. Inasmuch as many men are 
working on night shifts the agent is 
also able to talk to many husbands on 
his day calls. 

Wives of wage earners play an im- 
portant part in insurance purchases, 
Mr. Oppenheim pointed out. In many 
cases the wife will be very receptive to 
the insurance idea when the agent calls 
during the daytime but will warn that 
her husband is “dead against insur- 
ance.” When the agent calls in the 
evening and finds that the husband is 
agreeable, the wife often throws cold 
water on the purchase unless she is 
included in the conversation. “If you 
don’t get the wife to sit down with you 
and direct your conversation to her as 
well as to the husband you won't make 
a sale,’ Mr. Oppenheim declared. It is 
important that the agent go out in the 
kitchen and insist on the wife partici- 
pating in the conversation even if she 
claims she is too busy. Although the 
bulk of the ordinary insurance sold is 
on an annual or semi-annual premium 
plan, it is necessary to spread the pre- 
mium out on a monthly basis in mak- 
ing the sales presentation. 


Families Earn Over $100 a Week 


It is surprising how many wage 
earners and their families are making 
up to $100 a week these days, Mr. Op- 
penheim said. There are many cases 
where fathers are making as high as 
$50 or $60 and when several children 
are working, the family’s income totals 
over $100. In most cases the current 
increases in family income are a result 
of more persons in a family being at 
work. 

In selling the working people it is 
necessary to talk plainly about death, 
“putting a ring around the coffin,” Mr. 
Oppenheim said. He feels the tend- 
ency to avoid death talk has been over- 
done, especially in selling those in the 
higher income brackets. 

In many cases wage-earner families 
have been paying out from $30 to $60 
a month on automobiles and in view of 
the present situation it is possible to 


turn some of this money into life in- 
surance. 
The biggest market among wage 


earners at the present time is family 
men between 35 and 45. Although 
some objection is made that prices and 


living costs are rising, it can be pointed 
out that it will be a great deal harder 
for the family to get along under these 
circumstances if the wage earner dies. 


Get Cash with App 


It is important to get cash with the 
application in selling wage earners be- 
cause the average working person is 
very changeable. He may decide to 
buy life insurance today and then pass 
a store window and spend the money 
the next day on something else. Be- 
cause of their frequent contact with 
policyholders, industrial agents have 
good persistency on monthly and quar- 
terly business. Business on a_semi- 
annual or annual basis also has good 
persistency because the policyholder 
has already paid a substantial deposit. 

Although cold canvassing is a strong 
diet for most agents, it gets results and 
provides the best way for the ordinary 
agent to get a foothold in the wage 
earner market. Once he has made a 
few calls and becomes acquainted he 
can use these persons for developing 
additional prospects. 


Connecticut Mutual 
Agents Give Views 
on Present Market 


To bring to the field force new sales 
plans, prospecting and other ideas 
which will help Connecticut Mutual 
agents in 1942, members of the agency 
department, headed by Vincent B. 
Coffin, vice-president and superintend- 
ent of agencies, have just completed 
visits to every one of its 71 agencies 
throughout the country. These visits 
made it possible for the home office 
men to offer to agents many sales ideas 
which they have picked up in their wide 
contact with leading producers through- 
out the country. 


Business Is Big Field 


From the many _ discussions and 
meetings held, from Maine to California 
and from Oregon to Florida, the fol- 
lowing is somewhat the picture of what 
Connecticut Mutual agents find the 
present-day market to be: 

1. Defense Workers. There doesn’t 
seem to be any magic formula for get- 
ting their names and getting in touch 
with them. But after a start is made, 
the endless chain or center-of-influence 
method can be used very effectively 
within a plant. These defense workers 
are buying. If they see lean years 
ahead, so much the more: reason for 
their buying now. Perhaps they can 


pay the plan up a few years in ad- 
vance or, if they have defense bonds, 
they can use these funds to make in- 
surance payments if the necessity 
arises. 
National Picture Presented 

2. Business Insurance. Never has 


there been a greater appreciation of the 
human life value by business than 
today. And perhaps there has never 
been a time when business could better 
afford keyman insurance and the other 
forms of business insurance. 

3. Tax Insurance. With taxes at an 
all-time high, the need for tax insur- 
ance is greater than ever before. There 
is undoubtedly the need; if there is the 


income, then the purchase of the insur- 
ance is indicated. 

4. Doctors and Dentists. With these 
men it’s a simple case of arithmetic. 
Thousands of doctors and dentists have 
been taken into military and naval 
service. The public is having surgery 
and dentristry taken care of that has 
been deferred for years. Hence doc- 
tors and dentists left in civilian life are 
making more money than they have 
made for many years. 

5. Women. There are thousands of 


business women. one of 
them is a prospect for an endowment 
Or an annuity. Women are realists. 
Speculative investments have less ap- 
peal for them than for men—and so the 
“annuity” in one of its forms interests 
any woman making money. 

6. Farmers. Here is a group mak- 
ing money today and so here is part of 
the insurance market today. Perhaps 
they are more inclined to buy “20-pay’ 
to cover the mortgage than to buy re- 
tirement income, but they are buying. 


new 


Every 








AGENCY MANAGEMENT 





Agency Meetings Topic 
of Los Angeles Managers 


LOS ANGELES—The Life Insur- 
ance Managers Association of Los An- 
geles had its own members give the en- 
tire program at this week’s meeting, in 
the form of an “Information Please” 
quiz on “Agency Meetings.” Partici- 
pants were Edward Kelly, Metropolitan 
Life; James H. Cowles, Provident Mu- 
tual Life; Ray Finger, Sun Life of Can- 
ada, and Chase E. Wickersham, New 
York Life. 

Treat 16 Questions 

A series of 16 questions were pre- 
sented dealing with all phases of agency 
meetings. It was brought out that most 
agencies hold weekly agency meetings, 
and a few monthly. In some agencies 
qualification is required, and in others 
the agency force is split up into groups. 
Agencies generally do not introduce the 
educational or training feature into the 
meetings, but devote them to informa- 
tive and inspirational matters. In all 
cases agents appear on the program and 
take part in the meetings. An average 
attendance of 90 percent was reported, 
although in none of the agencies is at- 
tendance compulsory. Prospecting has 
been one of the main topics at practi- 
cally all meetings the past six months. 
Most of the agencies have found it ad- 
vantageous to sell defense savings 
stamps at the counter. 


Suggest Record of Sales Talk 


One suggestion at the quiz was to 
have the agent make a record of his 
sales talk, and then have it reproduced at 
the agency meeting so that it could be 
discussed, and the maker, as well as 
other agents, have an opportunity to 
know just how it sounds. Maintenance 
of a clipping bureau in the agenc~ is re- 
garded as advantageous, magazines 
being clipped and the clippings circu- 
lated, thus giving the agents the benefit 
of what appears without the necessity of 
perusing the papers. 


Jamison Talks on Motivation 


“Motivation is the most important 
part of the five essentials of good train- 
ing,” said John H. Jamison, director of 
field training, Northwestern Mutual, in 
his talk at a meeting of the Associated 
General Agents & Managers in Cincin- 
nati. Get an agent excited about the 
miracle of life insurance and keep him 
excited, Mr. Jamison urged, by telling 
him ‘true stories of how life insurance 
really works. 

Following motivation, he listed in 
order of importance, (1) the develop- 
ment of good work habits, (2) careful 
instruction in learning to sense and 
trace down insurance situations, (3) 
teaching to sell skillfully and (4) de- 
veloping a pleasing personality. For 
the latter two he recommended more 
joint field work with new agents than 
is usually done today. 


Coffman Is New President 
of Columbus Managers 


COLUMBUS—Stanley K. Coffman, 
State Mutual, has been elected presi- 
dent of the Life Managers & General 
Agents Association of Coumbus. R. P. 
Gygli, Penn Mutual, who was secretary- 
treasurer, was made vice-president and 
R. G. Leuzinger, Ohio State Life, was 
chosen secretary-treasurer. New direc- 


tors are E. C. Deckard, Aetna Life; 
Robert J. Johnson, Bankers of Iowa; 
H. E. Henry, New York Life. 


Review Memphis Sessions 


Eber M. Spence, Provident Mutuai 
Life, and Howard E. Nyhart, Connecti- 
cut General, at the monthly meeting oi 
the General Agents & Managers of In- 
dianapolis gave a review of the manag- 
ers section of the Memphis mid-year 
meeting of the National Association of 
Life Underwriters. Ben H. Williams, 
director of sales of Southwestern Life, 
was present and spoke briefly. 
Recruiting Utah Managers’ Topic 


SALT LAKE CITY—The Utah Life 
Managers Association at its April meet- 


ing continved a discussion of “Recruit- 
ing Salesmen Under Present Condi- 
tions.” Participating were: J. H. 


Harrop, Equitable Society; J. T. Butler, 
Aetna Life, and Hazen Exeter, Pacific 
Mutual. It was generally agreed that 
the old methods of recruiting are out- 
moded. It was also claimed that it- is 
next to impossible to recruit without a 
sound financing plan, because of the 
present premium on workers and man- 
power. 


Gantz Talks in Pittsburgh 

The Agencies Committee of Pitts- 
burgh heard Joseph M. Gantz, general 
agent Pacific Mutual Life in Cincinnati, 
on “Adding To in Forty-two” at its 
April luncheon meeting. 


Newark Cashiers’ Dinner 


Saul Vortrefflich, assistant manager 
of the Van Vliet agency of Prudential 
in Newark and president of the Life 
Supervisors Association of Northern 
New Jersey, wili speak at the dinner 
meeting of the Life Cashiers Associa- 
tion of Newark April 22 


Thompson, Cassidy in Portland 


Commissioner Thompson of Oregon 
and H. Kenneth Cassidy, San Francisco 
general agent of Pacific Mutual Life, 
spoke at a meeting of the Portland 
(Ore.) Insurance Managers Associa- 
tion. 


N. J. Supervisors to Hear Lawrence 

At a meeting of the Life Supervisors 
Association of Northern New Jersey, 
April 21 in Newark, Howard C. Law- 
rence, Lincoln National Life, will 
speak. 
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N.A.L.U. Leaders Ses Tax Witnesses 
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legal tax problems,’ she said “but I do 
know that anything which discourages 
a man from providing for his home and 
dependents, in the event of his untimely 
death, cannot be in the interest of our 
nation.” 


Taxes Found Secondary 
Treasury’s pension 
Maduro cited Mr. 


Discussing the 
trust proposals, Mr. 


Paul’s statement regarding the “tax 
avoidance potentialities” of pension 
trusts and said he agreed with Mr. 


Paul to the extent that the proposals 
would knock out these tax avoidance 
potentialities and disagreed with him to 
the extent that they would not accom- 
plish this purpose. Conceding that 
there are tax avoidance potentialities— 
though not necessarily actualities—in 
the present law, Mr. Maduro said he 
had found that the vast majority of 
pension plans are not motivated by tax 
avoidance potentialities. They are, ‘_how- 
ever, motivated by tax incentives, but 
that is in accord with the intent of con- 
gress as expressed in the law. 

Tax avoidance potentialities that ex- 
ist, Mr. Maduro said, are that a pension 
plan may be used as a device in lieu of 
the payment of salaries, bonuses, divi- 
dends or surplus distributions which 
would otherwise be paid outright and 
which for no good business reason are 
deferred. He said that in his opinion 
that covered the total tax avoidance po- 
tentialities. If the purpose of the pro- 


posed legislation is to eliminate tax 
avoidance potentialities, he fully sub- 
scribed to that elimination and sug- 


gested that the statute expressly set 
forth these potentialities. He pointed 
out that these potentialities are already 
in the regulations but that if the Treas- 
ury department lacks sufficient authority 
the authority could be given it by stat- 
ute, and no one would object, least of 
all those now having sound, reasonable 
pension plans. 


FAVORS EQUALITY 


Mr. Maduro agreed with the seventh 
point in Mr. Paul’s memorandum of 
March 23 which concerns the amount of 
deductions to be allowed to a corpora- 
tion which creates a pension plan or 
pension trust. The present statute pro- 
vides that the deduction for the part 
of the employer’s contribution to a pen- 
sion trust which arise out of liability 
for past services must be spread over a 
10-year period, whereas contributions to- 
wards the purchase of annuities for em- 
ployes directly from an insurance com- 
pany are deductible in full in the year 
of payment regardless of whether these 
amounts are due to past or present 
services. 

This results in a more favorable treat- 








ment for group or individual annuity 
contracts as compared with pension 


trusts, Of the entire additional revenue 
that would be brought in by all Mr. 
Paul’s proposals Mr. Maduro expressed 
the belief that 85 to 90 percent could 
be obtained from this seventh point. 
Thus, if this point were adopted and the 
statute were amended to take care of 
the tax avoidance potentialities, the en- 
tire field would be covered. Mr. Ma- 
duro said he did not feel that any of 
the other points mentioned by Mr. Paul 
had anything to do with tax avoidance 
potentialities or with curing the defi- 
ciency in revenue, 


Holds Vesting Irrelevant 


Mr. Paul’s first suggestion in his 
memorandum of March 23 was for a 
vesting provision to be contained in 
pension plans if they were to have the 
benefit of the present favorable tax 
treatment. Mr. Maduro said that in 
his opinion there is no relationship be- 
tween the vesting of employe benefits 
and tax avoidance potentialities, since 
the things that induce an employer to 
create a plan which vests or does not 
vest benefits in an employe have noth- 


ing to do with tax avoidance. He said 
that Mr. Paul’s recommendations as to 
a minimum percentage of employes to 
be covered by an eligible plan and the 
proposal to include nondiscriminatory 
provisions regarding benefits were un- 
necessary from the point of view of tax 
avoidance potentialities, since the latter 
would be taken care of by adoption of 
the seventh point plus an amendment to 
specify what would be considered tax 
avoidance. 

Mr. Maduro took up in considerable 
detail the effect of Mr. Paul’s fourth 
point: that no employe might receive a 
pension of more than $7,500 per year at- 
tributable to the employer’s contribu- 
tions if the plan were to receive the 
present favorable tax consideration. Mr. 
Maduro said he held no brief for the 
employe who was going to receive a 
pension of $7,500 or more from his em- 
ployer but that the plight of the many 
employ es should be considered, because 
Mr. Paul’s suggestion would mean that 
a pension plan in its entirety would be 
thrown out because two or three indi- 
viduals might be entitled to pensions of 
more than $7,500. He said that if Con- 
gress desires a ceiling of $7,500, then it 
should not make the plan invalid but 
tax the excess of the contribution that 
provides a pension in excess of $7,500. 


Greater Deductions, Lower Tax 


Setting forth the National associa- 
tion’s position, Mr. Goldstein said that 
if it is the judgment of Congress that 
a vesting provision is necessary in order 
to hit tax avoidance, the limited vesting 
proposal contained in Mr. Paul’s memo- 
randum of March 23—vesting of the 
employe’s share of the employer’s con- 
tribution on attaining age 40 and 15 
years of participation in the plan— 
might be considered mild. Many of the 
existing plans are more liberal than the 
suggested vesting provisions. 

However, the basic fact is that any 
standards which increase employe bene- 
fits automatically mean increased com- 
pany costs and these in turn mean 
greater tax deductions and lower taxes. 
Hence, it would mean that part of the 
payment of the increased benefits would 
come from citizens who are not mem- 
bers of the plan in the form of increased 
taxes in order to finance the increased 
benefits for those employes who would 
receive these benefits. 


SUGGESTS STANDARD 


As to Mr. Paul’s recommendations on 
extent of employe coverage and nondis- 
criminatory provisions, Mr. Goldstein 
said it was the National association’s 
recommendation that a plan providing 
for all employes earning $3,000 a year 
or more and all salaried employes (as 
distinguished from hourly workers), 
that a plan meeting either of these 
standards would not be construed as 
being discriminatory or as favoritism 
provided it met the other proposed 
standards, 

Mr Goldstein flatly opposed as un- 
American’ the principle of setting a 
$7,500 ceiling on retirement pay and said 
that every boy in America ought to 
have the chance to get the rewards of 
his work if he makes good and that 
there should be no limit except the test 
of reasonableness in connection with the 
whole plan. 

Mr. Goldstein made the point that al- 
though $7,500 might seem like a lot of 
money it is not enough for some per- 
sons and as a result a limitation of pen- 
sions to that amount might work to an 
employer’s competitive disadvantage in 
holding his high-salaried executives or 
might not solve the superannuation 
problem because many will not retire, 
since this would mean a much lower 
scale of living than the executive had 
been accustomed to. 

While favoring uniformity in the 
method of permitting deductions be- 
tween pension trust plans and annuity 








plans, Mr. Goldstein said that a better 
plan than the Treasury’s would be to 
permit employers to deduct up to, but 
not exceeding 20 percent in each year 
that he makes the payment, if he pays 
up to the 20 percent. As the present 
proposal is written, a five-year spread 
means a nine-year spread and few of 
the small businesses which should be 
reached by pension plans can look ahead 
nine years. 

In a statement presented on the fol- 
lowing day, Mr. Paul indicated that the 
Treasury in making its suggestions of 
March 3 and March 23 was not moti- 
vated solely by the desire to increase 
revenue and to nip tax avoidance but 
also by the desire to promote social 
progress through the spread of plans to 
the largest possible number of employes. 
He said that was why he suggested that 
only those trusts which were designed 
to benefit large numbers of employes 
should be permitted the favored tax 
treatment accorded under the law. 


Wants Additional Safeguards 


Mr. Paul said that at the same time 
it was recognized that such extensive 
coverage by itself would be no guaran- 
tee that the trust is designed for 
the welfare of employes generally in 
view of the possibility of manipu- 
lating the benefits under the trust. For 
that reason he had suggested that the 
benefits must be extended in a nondis- 
criminatory fashion so that the higher- 
salaried employes in the trust could not 
be fav ored at the expense of the lower- 
salaried employes. These suggestions at 
the same time would operate to safe- 
guard the pension provisions against be- 
ing used as a tax avoidance device. 

The suggestion as to vesting of the 
employer’s contribution was for the ben- 
efit of employes covered by the trust but 
he said that he recognized that the vest- 
ing plan must not adversely affect the 
entire group of employes under a plan 
which is currently functioning and is 
not a device for tax avoidance. 

As to the $7,500 ceiling, Mr. Paul said 
that he believed the general body of 


taxpayers should not be called on to 
subsidize pensions in excess of that 
amount because “such large pensions 


would represent a distortion of the ma- 
jor objective of the Congress in provid- 
ing this special treatment, for they 
would give to a few favored persons 
very high pensions at the expense of the 
public.” 
Seefurth Speaks 

Mr. Seefurth said that if the tax de- 
duction basis for pension trusts and an- 
nuity pensions were set on the same 
basis the law would be reasonable as it 
stands, Vesting of the employer’s con- 
tribution in the employes would cut re- 
tirement income to make it possible to 
provide these withdrawal benefits he 
said, though for trusts established in 
the future the proposal for vesting after 
age 40 and 15 years’ membership in 
the plan did not seem unreasonable. 

Mr. Seefurth said that the require- 
ment for 70 percent participation goes 
too far and that if any rule of thumb 


Map Program for 
U. S. Chamber 
Insurance Parley 


The program has been completed for 
the meeting in Chicago, April 28, of the 
insurance division of the U. S. Chamber 
of Commerce, It will start off with a 
luncheon and then run into the after- 
noon with three formal speakers, they 
being Paul F. Jones, insurance director 
of Illinois, whose subject is “Insurance 
Supervision under War _ Conditions,” 
Dr. S. S. Huebner, University of Penn- 
sylvania business school, president of 
the American College of Life Underwri- 
ters and the mainspring in the promo- 
tion of the American College of Prop- 
erty & Liability Underwriters, Inc., who 
will speak on “The Future of Insur- 
ance,” and Reginald Fleming, insurance 
manager of Commonwealth & Southern 
Corp., who is vice-president in charge 
of the insurance division of the Ameri- 
can Management Association, on “In- 
dustry’s New Insurance Problems.” 

John L. Train, president of Utica Mu- 
tual, will preside in his capacity as 
chairman of the insurance division, 


Fischer Relaxes Rule on 
Farm Sales; Market Slow 


DES MOINES—Slowness of the 
farm land markets in Lowa has resulted 
in Commissioner Fischer relaxing his 
policy of not granting extensions to life 
companies on farm holdings beyond the 
five-year statutory limit. The farm mar- 
ket has changed to such an extent that 
Mr. Fischer now feels it would be a 
hardship on the companies to force them 
to sell when there are not many buyers. 

Farmers are not buying additional 
land because their sons are in the armed 
services or defense plants and specula- 
tors are unwilling to buy farm land 
because of the inability to hire tenants 
or farm hands. 


is needed it would be better to make it 
70 percent of salaried employes who 
have been employed five years or more 
and have attained age 40. Such a rule 
would eliminate plans designed for just 
a few top executives or stockholders for 
tax avoidance. Legislation should make 
it clear that a plan is eligible if it sup- 
plements social security benefits even 
though it gives varying amounts. Rather 
than having a $7,500 ceiling the maxi- 
mum should be a percentage of salary 
rather than a fixed number of dollars. 
This might be 50 percent or perhaps 
33% percent. 

As far as plans which do not con- 
form to the standards for eligibility are 
concerned, Mr. Seefurth said that pro- 
visions should not be made retroactive 
but that plans like the telephone com- 
pany systems, which were set up in 
good faith, should be allowed to con- 


tinue in their present form. 

































































That’s one prime thing about The 
Waldorf... you know what to ex- 
pect here on your New York trips. 
Big, comfortable rooms, each with 
private foyer ... restaurants with 
ihe widest variety of menus and 
prices .. . the convenience of mid- 
town location with two bus lines 
at the door and near-by subway. 
You'll save time and enjoy your 
visit more. 
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J. M. Holcombe, Jr., manager Sales Research Bureau, and Charles J. Zimmerman. 
Chicago, general agent Connecticut Mutual, at the New York State Life Underwriters 
Association’s managerial conference at Saratoga Springs, N. Y. 





Dorrance B. Glass, Erie, Pa., general agent Union Mutual Life, prepares for the 
rubber shortage by digging up a horse and sleigh and calling on prospects in this 
novel manner. Mr. Glass reported good success and a favorable reception on most 
of his calls. He’s looking for a buggy now for summer. 





Ricks Strong. general agent at Dallas for John Hancock Mutual Life, and Jack T. 
Lynn, vice-president of General American Life, as they appeared at Memphis mid- 
year meeting of National Association of Life Underwriters. 
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One hundred percent of the home office employes of Business Men’s Assurance are 
purchasing U. S. defense bunds. Of this group 91 percent recently signed up to pur- 
chase their bonds on the salary deduction plan and the remainder are making their 
own purchases each week. This picture taken in the library of the B. M. A. building 
shows a group of home office employes and executives surrounding President W. T. 
Grant who is receiving the applications. 


President Crawford 
H. Ellis is shown re- 
viewing the list of 
victory campaign pro- 
ducers in the Pan 
American Life’s 30th 
anniversary __ celebra- 
tion. With Mr. Ellis 
are (left to right) Dr. 
Marion Souchon, vice- 
president and medical 
director; E, J. Me- 
Givney, vice-president 
and general coun- 
sel, and Dr. E. G. 
Simmons, executive 
vice-président, all are 
founders of the com- 
pany. The cake was 
presented by E. H. 
Hozlett, vice-president 
and general manager, 
representing the field 
organization and 
home office staff. 


Arthur B. Wood, president Sun Life of Canada, presents to L. V. Drury, Phila- 
delphia, manager, the President’s Trophy for high general efficiency. This annual 
award, given this year for the first time, is open for competition among all U. S. 
managers of Sun Life. 
division; Mr. Drury; Mr. Wood; and W. S. Penny, director of agencies. 
















Left to right: S. C. H. Taylor, superintendent, eastern U. S. 























































































THE DIAMOND LIFE BULLETINS 
420 East Fourth Street 
Cincinnati, Ohio 


Please send me __. copies of “A Prospect Bureau” 
at $3 per copy. 
[_] Check Enclosed [_] Charge my Account [ ] On Approval 


Signed__ 


Company_ 
Address__ 


Cay 


»—A FLOW OF WORK — 


srincs INCREASED SALES 


Through a Prospecting method which will bring 


an unending stream of Prospects across the 
desks of every salesman in your organization 





As a General Agent or Manager, would you find satisfaction in 
handing to your salesmen the names of persons on whom they can 
call with a reason for expecting a sale? 


As an Agency official, are you interested in making available to your 
branch offices a system whereby they will continually and always 
have an unfailing source of new prospects? 


If you answer “Yes” to these questions, you will want to learn more of 
this significant and timely book. 


“A PROSPECT BUREAU’ 


A. R. Jaqua, Associate Editor of The Diamond Life Bulletins, after 10 years’ research, has 
just completed the writing of a description of this effective system of Prospecting. It is a 
definite, organized, tested SYSTEM. It is in operation now in Companies and Agencies, and 
the system accounts for roughly 20% of total production. 


The book tells you how to establish a Prospect Bureau in your organization, gives 
complete instructions on clerical routine and the preparation of forms, outlines details 


of operation — predicts the results you may expect. 


4 costs you nothing to 


See for yourself how you 


may overcome, in a arge 


measure, ble age-old 
problem of Prospecting 


Solve the problem NOW! 










































































